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According to recent surveys the farm market offers 
oil marketers a large potential volume of gallonage 
business. By computing this market in terms of 
Tractor-farms some idea of its size can be obtained. 
To insure proper service and coverage of rural cus- 
tomers, tank trucks must be equipped to handle 
deliveries over scheduled routes with time-saving 
and error-saving efficiency. This calls for Brodie 
Quantrol Meters which provide fully automatic 
delivery control. With the Brodie Quantrol, 





deliveries can be accurately made by a single 
operator to elevated storage tanks, to drums in oil 
sheds or other inaccessible places where long hose 
discharge is required. All the operator has to do is 
set the number of gallons to be transferred and then 
open the valve. When the exact gallonage has passed 
through the meter, it shuts-off automatically. To 
serve more rural customers with less effort and at a 
lower cost equip your tank trucks with Brodie 
Quantrol Meters. Get full details, today. 
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RALPH N. BRODIE CO. Inc. 
953 61ST STREET, OAKLAND 8, CALIFORNIA, U.S.A. 
CABLE ADDRESS “BRODICO” 
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4 Division Offices: CHRYSLER BLDG., NEW YORK CITY 
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2101 S. SAN PEDRO, LOS ANGELES 11, CALIFORNIA 





Na 


Wi 


pointe 





acting 
name 
mana 
from 
neapx 
direc’ 


M:; 
Timk 
ginee 
Divis 


ginee 





chief 
Engi 
Hau; 
the c 
of t! 
is ch 
Burt 


Ame 


ager 
Shel 
Rob 
than 
Dak 

















William B. Walrath Jr., has been ap- 
pointed advertising manager of the Min- 
neapolis - Honeywell 
Regulator Company, 
succeeding George 
Benton who has been 
appointed personnel 
manager, according 
to C. B. Sweatt, ex- 
ecutive vice - presi- 
dent. Chandler Mur- 
phy, who has been 
acting advertising manager, has been 
named assistant to the sales promotion 
manager. Mr. Walrath comes to M-H 
from Addison Lewis and Associates, Min- 
neapolis advertising agency, where he was 
director of research. 





Milton A. Powers, vice-president of 
Timken Detroit Company and chief en- 
gineer of the Timken Silent Automatic 
Division, has been made Director of En- 
gineering, and E. H. Haugen, assistant 





Powers Haugen 


chief engineer, has been elevated to Chief 
Engineer. Both Mr. Powers and Mr. 
Haugen long have been identified with 
the company, and with the technical phase 
of the oilheating industry. Mr. Powers 
is chairman of Technical Committee E on 
Burner Fueloils of Committee D2 of the 
American Society for Testing Materials. 


H. D. Dale has been appointed man- 
ager of the Wood River refinery by the 
Shell Oil Company, succeeding R. C. 
Roberts who retired June 1, after more 
than 29 years with the company. Mr. 
Dale started with the company as a tank 
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rétleuttou: Oil Burner Servicemen! 
Jucnease 


CUSTOMER 
SATISFACTION 
ON 


HIGH PRESSURE 


BURNERS! 


No watch repairman worthy of the name would attempt to do 
his work without the aid of a jeweler’s eyeglass. Yet thousands 
of high pressure oil burner servicemen are still endeavoring to 
examine parts as tiny and delicate as the “insides” of a watch 
with only their naked eyes to guide them! 

We refer particularly to the parts that make up the nozzle of 
high pressure oil burners. Every serviceman knows that failure 
to spot rough surfaces or specks of sediment in the slots, swirl 
chamber, or pin-point orifice of a high pressure burner nozzle 
is one of the biggest causes of faulty operation. As you well 
know, “‘call backs” to rectify such faults mean not only still 
more customer dissatisfaction but a waste of your own time 
and money. 

Illustrated above is a sturdy, practical, shatterproof MAG- 
NIFIER that will enlarge those tiny nozzle parts so that you can 
clearly examine their surfaces and detect the roughness and 
deposits that spell trouble. Order your MAGNIFIER today— 
make it a permanent part of your kit of tools. DON’T DELAY 
... Clip the coupon and send it on its way! 
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ROCHESTER 4, N. Y. 


- uname eai 
GIBSON, PAGE CO., INC. 














| P. O. Box 1130, Rochester 4, N. Y. 


Please send me___ MAGNIFIERS at 49c each, plus 3c each for post- 





age. Enclosed find check money order stamps__for$__._ 
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gauger at Wood River in 1924 after 
graduation from the Univ. of Pittsburgh. 


M. P. Langdoc has been named assistant 
export manager for Oil-O-Matic, accord- 
ing to W. A. Mathe- 
son, manager of the 
division of Eureka 
Williams Corpora- 
tion. For the last 
eleven years Mr. 
Langdoc has been 
export trafic man- 
ager for the Auto- 

matic Electric Co., 
Chicago, and for several years has been 
chairman of the export-import commit- 
tee of the industrial traffic council of the 
Chicago Association of Commerce. 


Charles M. Campbell and S. David 
Horner have been made managers of the 
newly established branch offices of the 





Perfex Corporation at Cleveland and De- | 


troit, respectively. Mr. Campbell, who 


joined the company in 1944, had 10 years | 





Campbell 


Horner 


of sales work before he went to Perfex. 
Mr. Horner joined the company in Janu- 
ary, 1946, as a sales engineer after receiv- 
ing his honorable discharge from the 
Navy as Lieutenant Commander. He for- 
merly was associated with Powers Regu- 


lator Company and Carrier Corporation. | 


Dean Olds, chief design engineer for | 
the major -appliance division of Coleman | 


Co., Wichita, Kan., was elected to the 


Board of Directors. Mr. Olds joined the | 


company in 1929. 


F. E. Weldon and A. C. Kelterborn 
have been added to the staff of the New 


York office of General Controls Co., 
Glendale, Calif. Both men are engineers 


who will do sales engineering work. 


Harry Boyd Brown, merchandising 


manager of Philco Corporation for the | 


last 18 years, has resigned to become 


president of the Good House chain of re- § 


tail stores in the Philadelphia area. 
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Climatrol is a system for conditioning 
and handling air... which enables you 
to deliver “‘Climate Control” 


Climatrol is your assurance of providing home owners 
with True Indoor Comfort . . . and winning their 
lasting good will. You not only enable them to enjoy 
today’s higher standards of indoor comfort, but you 
also put them in a position to take advantage of future 
developments which can be added to the original 
Climatrol installation. 


Indoor comfort depends upon the condition of the 
air in the home. When you install a system that is 


REG. U. S. PAT. OFF. 


basically designed to treat and handle air — as a per- 
manent “built-in” feature of the home—you are creat- 
ing a sound long-range investment for your client. 


And when it’s a Climatrol system, you also know 
that you can depend on the performance record of a 
company that has specialized in home comfort for 89 
years. The Climatrol unit is especially designed for 
efficiency with oil fuel. Smart, modern appearance. 
Nationally known, nationally advertised. There is a 
Climatrol unit to suit every home. Be a Climatrol 
“comfort merchant” — it pays! 


Write for bulletins. 





L. J. MUELLER FURNACE CO. 


2009 WEST OKLAHOMA AVENUE, MILWAUKEE 7, WISCONSIN 




















It is tough, as the old saying goes, to 
crowd a new trick into an old dog. It ap- 
parently is just as hard to get some of the 
newer dogs doing modern tricks, for there 
is news of some of the labor unions using 
sledge-hammer tactics to “sell” their prod- 
ucts to the public. There are stories of coal 
miners’ unions boycotting local merchants 
and business men who install oilburners, 
and the United Mine Workers’ Local 
7300 has passed a formal resolution 
against the installation of residential oil- 
burners in anthracite areas, © 


A shadow of things to come is seen in 
the resolution, which seeks “the coopera- 
tion of all industry, labor, public officials 
and the general public in the anthracite 
region of Pennsylvania to the end that an 
active and aggressive campaign be waged 
to prevent competitive fuels from getting 
a foothold in the anthracite region.” We 
may expect familiar oil tax legislation to 
be introduced in Congress in an attempt 
to compensate for the self-inflicted harm 
done the coal industry. There is little like- 
lihood of a “no strike” pledge, which 
would be most effective in luring a jittery 
public back to coal. The miner has learned 
to swing his hammer, underground, at the 
management, and now at the public. 


Meanwhile stoker sales are so slow that 
the industry is in the doldrums. Almost 
nobody will burn handfired coal, and the 
loss in tonnage is becoming alarming. In 
Scranton, capital of the Pennsylvania an- 
thracite region, an estimated 200 oilburn- 
ers have been installed since the war, and 
one dealer estimates he could install 100 
a week if he could get the equipment. The 
trend seems to be growing, in spite of all 
the slugging the opposition can do. The 
old tricks no longer bring results. The old 
dog should start to learn some new ones. 


© 


The gospel of sound selling, like the 
older and better-known Gospel, has been 
repeated so often that people take it for 





granted, nod their consent to it as sound 
theory, and proceed to do nothing about 
the more important matter of living by it. 
Though true, it is old stuff, and too fre- 
quently regarded as advice meant only 
for others. 


A refreshing angle on good selling was 
propounded in an entertaining way late 
last month when Red Motley let go an 
unusually potent talk to a Boston group. 
It was salted as usual, with illustrative 
humor, and stories out of a long career of 
selling everything from brushes to na- 
tional magazine space. : 

Mr. Motley warned against complacen- 
cy in selling, and pointed to the lessons 
the public has learned about getting along 
with their old equipment during the war. 
He also showed that people who have in- 
dicated a desire to buy scarce items as 
frequently “not ready” when the goods 
suddenly become available. 

These warnings have been supported by 
recent business news items. Automobile 
manufacturers are fearful that their pres- 
ent cars are in the “luxury” class, and no 
longer essential. Radio dealers expect a 
wave of price slashing to move the new 
plastic table models that are piling up, 
and a general buyers’ strike is being dis- 
cussed more and more frequently. 

Yes, there is a market for 500,000 do- 
mestic oilburners per year in the next few 
years, but nobody is going to take them 
away from us. We shall have to sell, and 
keep on selling, or some other industry 
is going to get the spendable dollar while 
we wait for the public to bring it to us. 


© 


Provision for heating new homes still 
remains in the after-thought category in 
spite of the fact the new owner will spend 
more for fuel in northern latitudes each 
year than for any other utility. It is more 
important that the house have an efficient 
heating plant and a proper distribution 
system than fluorescent lighting, chrome 
finished plumbing fixtures, steel kitchen 
cabinets, or an insulated gas range. Yet, 
it is usual to see the “modern” touches 
emphasized—even in technical descrip- 
tions—while the mere mention of heating 
is entirely ignored. 

Such oversight is not confined to the 
real estate dealer who might be excused 
on the plea that fifty dollars worth of 
shrubbery will add $200 to the sales value 
of the house. One of the country’s largest 


manufacturing companies recently re- 
] 


leased pages of material on their new pre- 
fab house, including the usual modicum 
of praise for the unit by the chairman of 
the board, but it is impossible to find a line 
to indicate how, or whether, the house 


will be heated. 


The house will have built-in mirrors, 
sink storage cabinet, and stall shower. It 
will have nine windows, two doors, five 
ventilating louvers, and plywood floors. 
Waste line will be four-inch, with a two- 
inch drain from the shower, the cabinet of 
which will be enameled metal. There is 
hardly a detail omitted with one glaring 
exception—no heat! 
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One harassed manufacturer was found 
in a confused state in the halls of the 
hotel during the Boston convention and 
show. He was mumbling to himself when 
questioned, and became coherent only 
with difficulty. 

“This country is on the brink of dis- 
aster,” he said at last. “We are headed for 
a major depression, and all the king’s 
horses can’t hold us back. The hand writ- 
ing is on the wall.” 

“What hand writing,” we wanted to 
know. 

“T just came out of my room down the 
hall,” he confessed, ‘“‘after a hard session 
with one of my best dealers. He is in a 
bad spot, and has to have three burners 
within a week. He has two motors, and | 
think I can get one. We figured how we 
could get three burners to him by putting 
together all the parts both of us could 
muster.” 

“And that is bad?” we asked, with our 
eyebrows reaching for the ceiling. 

“That ain’t bad,” he answered. That 
is the kind of service old Bloto Burner is 
noted for, but do you know what?” 

“No, what?” 

“When we got the deal all put together 


and a date of delivery settled, HE WANTED | 


” 
! 


TO KNOW THE PRICE 

It was later whispered around the halls 
that he was taken away for a rest at a 
quiet place where attendants wear white 
coats and carry butterfly nets. After a 
period of retreat, we expect to hear that 
our manufacturer friend is glad it all hap 
pened. Lots of other now rational people 
are going to start having trouble unless 
many more people get interested in price 
as well as delivery dates. 


July 
1946 








BROT MAR Taki aot arian. eo eran, 











y te 
N pre- 
dicum 
1an of 
a line 
house 


rrors, 
er. It 
3, five 
loors, 
two: 
let of 
re is 
aring 


ound 
F the 

and 
when 
only 


 dis- 
d for 
ing’s 
writ- 


d to 


. the 
sion 
in a 
ners 
nd I 
7 we 
ting 
ould 


our 


That 


>r 1S 


ther 


TED } 


alls 
at a 
hite 
ra 
that 
lap’ 
yple 
less 
rice 











ace eat aeae ee ee 





If you're in the fuel oil business, you can 
make no better investment than _ installing 
VENTALARMS on your customers’ fuel oil tanks. 


There is also a Scully VENTALARM de- 
signed to make the filling of gasoline 
tanks on cars, buses, and trucks safe — 
speedy — convenient — economical. 
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10 YEARS... 


ON ONE DOMESTIC 
BURNER STORAGE TANK 


Acotory of tia VENTALARM 


In March, 1936, this VENTALARM was installed free by 
the Briggs Oil Company, Swampscott, Mass., on a single 
flat 275 gallon tank in the home of Dr. Frederic J. Mdintire, 
28 Puritan Park, Swampscott, Mass. 

In April, 1946, this VENTALARM was removed from Dr. 
Melntire’s home in order that it might be exhibited at the 
National Oil Heat Exposition at Philadelphia. The 
VENTALARM is in as good operating condition as on the 
day it was installed. 

The average yearly consumption of fuel oil in Dr. 
Meclintire’s home was 3200 gallons a year. The average de- 
livery was 175 gallons per drop (route delivery). 18 
deliveries each year — 180 deliveries in the 10 year 
period. 180 times oil was delivered to the home without 
disturbing the householder in any way whatsoever. 


Savings effected by this 
180 deliveries made in 10 years VENTALARM 


5 minutes saved at each delivery 
900 total minutes saved or 15 hours 


15 hours saved | 
3.00 hourly cost of man and truck 


$45.00 DOLLAR SAVING IN 10 YEARS 
$ 1.50 ORIGINAL COST OF THE VENTALARM 


$45.00 
$ 1.50 


(CCE a) 
VENTALARM 


ry S T.M. REG. US. PAT. OFF. —Y 
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= 3000 % on the investment 
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~ ye Whistliry TANK FILL SIGNAL 





Manufactured in Canada by EMPIRE BRASS MFG. CO., LTD., London, Ontario 











FACTORY SHIPMENTS, in Thousands of 
Domestic Oilburners & Units 
Domestic Stokers ——— 
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Shipments of Oilburners and Units 


f Adjusted to include manufacturers other than the 124 reporting to 
Census Bureau, FuELoit & Ort Heat's estimates of shipments are: 








x APRIL FOUR MONTHS 
Percent Percent 
1946 1945 Change 1946 1945 Change 
Conversion 28,507 5,658 + 403.8 103,080 19,227 + 436.1 
Boiler units 1,060 562 + 88.6 4,110 3,134 + 31 
Furnace units 1,582 794 + 99.2 5,807 2,625 + 121.2 
All domestic 31,149 7,014 + 344.0 112,997 24,986 + 348.2 
Commercial 3,164 2,828 + 118 9,888 133127 — 24.6 
Total 34,313 9,842 +248.6 122,885 Ze;uk3 +222.4 
100 100 
Stocks OF DomESTIC O1LBURNERS AND UNITS ‘ 
90 (in Thousands) End of Month Shown 90 
80 Factory Stocks 80 
Dealer Stocks 
70 70 
60 60 
50 50 
40 40 
30 30 
20 20 
10 7_— 10 
0 0 
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1942 1943 1944 1945 1946 
May Minimum Retail Prices: Key Dealers 
CONVERSION BURNERS BOILER’-BURNERS FURNACE-BURNERS 
Top price* Low price Top price* Low price Top price* Low price 
Highest $448 ie $900 er $800 aT 
Lowest 250 400 400 
May Aver. 290 571 538 
April Aver. 289 570 518 


*Top price key dealers for conversion burners are those whose minimum 
retail prices are $200 or more,- for boiler-burner and furnace-burner 
units (exclusive of ductwork) those whose minimums are $400 or over. 


Price Index: Conversion Burners: January 1940 is 100% 


WHOLESALE RETAIL 

May 125.7 Six monthsago 119.0 May 132.3 Sixmonthsago 117.6 

April 123.3 Yearago 115.6 April 126.1 Yearago 114.3 
300 300 
2755-7 INDEX OF BURNER PERMITS in 43 Cities —— 275 
a (Average of 1936-7-8= 100) 4 
200-1 INDEX oF NEW HOME PERMITS in 35Cities---— 200 
175 (Average of 1936-7-8 = 100) 175 
150 Both indexes adjusted for seasonal variation so 
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Oilheating Thends 


OILHEATING INSTALLATIONS in May broke 
through the pressures that had squeezed 
them down in March and April and 
reached 43,142, for the largest month 
since before the war and the second 
largest month in the history of the oil- 
heating industry. The previous peak was 
48,959 in September 1940. Total instal- 
lations for the first five months were 139, 
793, an all-time high for that part of the 
year. However, it is important to recall 
that seasonal patterns mean nothing this 
year, and won't until we catch up the 
demand backlog. But for the record, in- 
stallations in the first five months of 1941 
were only 101,392 and in the same period 
of 1940 were 78,045. All of the fore- 
going figures relate to domestic equip- 
ment only, conversion burners and units. 

New orders booked by dealers in May 
were lower than installations, and are 
estimated at 33,166. Total orders booked 
in the first five months are estimated at 
178,557, or about 28% more than instal- 
lations. In the closing five months of 
1945, or approximately from V-J Day to 
New Year, total installations were around 
110,000 while orders taken in the period 
were about 240,000, or 118% more than 
installations. 

Adding the two periods, or ten months 
since hostilities ceased, orders taken were 


approximately 420,000, _ installations 


“were 250,000, leaving an unfilled back- 


log of about 170,000. Dealers, in turn, 
have on order with manufacturers some: 
thing over 568,000 domestic burners and 
units or a little more than three times their 
own unfilled backlog. 

May sales were divided: 91% conver- 
sion burners, 5% boiler-burner units and 
4% furnace-burner units. 


BURNER STOCKS: Dealer stocks of do- | 


mestic oilburners and units on May 31 
were approximately 8,518, compared 
with 11,730 the month before, showing 
that in May there was less time lag be- 
tween receipt of burners from factories 
and installations. Factory stocks on 
April 30, the latest available data, were 
4,000. 

SERVICE INCOME: May service depart: 
ment income of reporting dealers aver 
aged $2,347, up nearly 20% from $1,961 
reported by the identical dealers for May 
1945. May income, however, was con: 
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‘siderably down from April’s average of 
$3,634. 

NEW HOME OILHEATING SALES: Among 
all dealers reporting from all sections of 
the country, just one-third had on hand 
May 31 orders for oilheating in new 
homes. Most of these, however, had or- 
ders for only a few jobs, ranging from 
two to 20, and only about six per cent of 
them had orders for 50 or more installa- 
tions, indicating that they were taking 
business from the larger professional 
builders. As would be expected, volume 
greatly affected the price received. Of 
all those dealers who have new home busi- 
ness, 45% sold such work at no discount 
from retail prices, but their total number 
of orders is only nine per cent of the total 
new home work reported. 

The dealers selling to larger builders, 
representing 46% in number of dealers 
doing new home business, have 81% of 
the total orders, and their average sale 
price for such work is 24.2% below their 
retail prices. A third lot of dealers 
among those taking new home work, rep- 
resenting nine per cent of such dealers 
and doing 10% of the business, handle it 
on a cost-plus basis, with the average rate 
being about 20% above primary costs 
(material, labor, delivery, etc.). 

Total orders on hand May 31 for oil- 
heating in new homes throughout the 
country were approximately 20,090. The 
Civilian Production Administration be- 
lieves that about 20% of the’ 531,016 
home authorizations granted to the end 
of May indicate the use of oilheating; ap- 
parently only about a fifth of the burner 
orders have been placed. 

All reporting dealers, whether or not 
they have new home business, gave their 
‘opinion on the ratio of fuels being used 
in new homes in their communities. The 
composite opinion by sections is: 

Fuels Used in New Homes 


Oil Gas Coal 

New England 81% 10% "9% 
Middle Atlantic 46 39 15 
_ _ Midwest 10 58 32 
Pacific Northwest 35 5 60 


At first glance it would appear that oil 
will get far more than the 20% estimated 
by CPA, but in another article in this 
issue it is shown that the strong oil areas, 
New England and Mid-Atlantic, are not 
getting many of the new home authori- 
tations. 

Of all the new home work scheduled 
by the reporting dealers, 25% will in- 
clude only a conversion burner, 26% in- 





Oilburner* and Building Permits 


OILBURNERS DWELLINGS———————- 

May 5 MONTHS ' May 5 MONTHS 

1946 1945 1946 1945 1946 1945 1946 1945 
ae ee a ert Albany, New York = cs Ne aa 
534 Baltimore, Maryland 549 1 2034 29 
a ~ F Binghamton, New York 20 1 42 10 
335 69 265 Boston, Massachusetts 7 2 94 2 
63 18 241 66 Bridgeport, Conn. = — ea a 
B is a ai Buffalo, New York 26 5 ee 15 
iY ies Des Moines, Iowa 156 1 488 4 
102 18 Az Ae Detroit, Michigan 808 | 19 4609 554 
56 2 168 16 Elizabeth, N. J. 0 ae a ad 
43 3 134 24 Freeport, New York a: ae nhs me 
a ae nie ‘a Greenwich, Conn. 10 0 75 1 
71 24 mG 53 Hartford, Conn. = ere a ee 
81 2 193 14 Irvington, N. J. 1 0 7 0 
wd : es os Lynn, Massachusetts 7 1 26 1 
22 Ry oe ee Meriden, Conn. af fee a a 
122 7 359 22 Milwaukee, Wisc. 227 77 813 zs 
61 8 231 74 Minneapolis, Minn. 125 84 717 187 
55 2 166 13 Montclair, N. J. 1. ee hy: ne 
61 11 186 53 Mt. Vernon, New York 
39 Zt 229 126 New Bedford, Mass. 
52 5 137 19 New Haven, Conn. 

0 0 0 0 New Orleans, La. a! es ro ie 
32 0 102 70 New Rochelle, N. Y. 6 0 61 0 
16 3 121 a Norfolk, Virginia 22 5 99 15 

1 1 2 1 Oakland, Calif. ee pS Bs 
68 6 311 38 Omaha, Nebraska 104 23 370 106 
36 2 92 3 Orange, New Jersey 0 0 3 0 
56 4 161 es Passaic, New Jersey ay Se $3 me 

110 10 331 27 Paterson, N. J. 2 1 22 1 
463 i. aa Philadelphia, Pa. ae -. oa dia 
a a me sg Plainfield, N. J. 6 0 48 0 
36 11 160 31 Portland, Maine 23 0 56 0 
3 a a “3 Portland, Oregon 194 94 1108 160 
90 7 350 36 Providence, R. I. 3 0 27 0 
2s Ne ae ae Reading, Penna. 18 1 49 1 
37 1 185 2 Richmond, Virginia 98 33 663 285 
60 0 234 8 Rochester, N. Y. ss aS nh, 
19 8 81 20 Rockville Center, N. Y. 7 0 13 0 
12 6 60 14 Salem, Massachusetts 1 0 " 0 
45 7 236 46 St. Louis, Missouri 36 0 152 0 
1 6 541 49 St. Paul, Minnesota 181 71 587 182 

5 6 118 20 Schenectady, N. Y. pa oe aid re 

f ae iS, os Seattle, Washington 251 141 1239 568 
Nes oo ay ‘i Springfield, Mass. 61 8 282 11 
26 1 100 23 Stamford, Conn. A Sa ah - 
24 ds 96 va Syracuse, New York 24 21 87 44 
se te Trenton, New Jersey 0 0 0 3 
ws R} ae - Utica, New York 5 0 be 1 
94 9 764 112 Washington, D. C. ‘ti ap - aa 
a fe! os ae West Orange, N. J. 31 2 54 2 
22 6 103 36 White Plains, N. Y. a 1 16 1 
58 2 255 8 Wilmington, Delaware 9 0 89 0 
45 14 259 88 Worcester, Mass. 6 a os +n 
63 7 a a Yonkers, New York ie: ae “& am 

2646 307 6328 1059 Totals 3022 592 13131 2183 
+ 761.8 + 497.5 Percent Change + 410.4 + 501.3 


*Permits are not total sales in each market since none are reported from suburban areas, which 
normally account for 20% to 60% of total sales in each market; nor are they an accurate index 
where enforcement is lax. Rightly used, however, they are a useful working index. 


volves a complete heating unit, while 
49%, or nearly half, include the com- 
plete heating system for the house. Large 
builders prefer to have one firm do the 
whole job. 

In general, the oilheating dealers are 
not going out after new home business, 
but itis being brought to them. . . . 85% 
say that the builders are seeking the burn- 
ers and urging the dealers to do business 
with them, while only 15% say that they 
are actively soliciting builder business 
(and they are not the ones who are get- 
ting the volume). 

Asked if their local association is do- 
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ing anything particularly to try and 
swing this builder work to oil, only six 
per cent of reporting dealers vote “Yes.” 
The job most talked of is the campaign 
recently started in Westchester County, 
New York, one of the few Eastern areas 
having particularly serious gas competi- 
tion. One dealer points out that his local 
group discussed promotion of this kind, 
and then decided to wait until they could 
fill the long deferred orders on their books 
—otherwise they might antagonize the 
patient and long waiting buyers. 
VHP-1 APPEALS: Since the time when 
(Continued on page 107) 














KNOWN AND USED 
THE WORLD AROUND 


Aldrich Oil Burners and Burner-Boiler units girdle the globe. 
Standard equipment in U. S. Insular Bases—proof of greater 
efficiency, finer performance. 


ALDRICH BURNER-BOILER UNITS 
AND WATER HEATERS ..... 


Modern appearance, compact, efficient. Heavy gage 
steel — no cast-iron sections. Replaceable combustion 
chamber. Design permits repairs —even flue replace- 
ment if ever necessary. Boiler capacity syncronized 
with burner for greatest economy of operation. 


BOILERS made in 6 sizes up to 3040 sq. ft. E. D.R. 


steam. 


WATER HEATERS made in sizes from 100 to 750 
G.P.H. recovery at 100° F. 


ALDRICH OIL BURNERS 
Built and guaranteed by ALDRICH—the leading oil 


burner manufacturer. Famous Aldrich features—inter- 
changeable draft tube equipment that enables one 
model to cover an extreme firing range; high COse 
readings with small fires; extreme resistance to pulsa- 
tions even under bad draft conditions; and many others 
—mean extra profits to dealers. 


Model AX—.75 to 5.00 G.P.H. 
Model BX—4.00 to 9.00 G.P.H. 
Jumbo — 5.00 to 19.00 G.P.H. 
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WORLD'S LEADING OIL BURNER MANUFACTURER 
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You Can Train Veterans 
Government Pays Share in Apprentice Training for Oilheating 


As SOON AS PRODUCTION bottlenecks 


can be broken, leaders of the oilheating 
field expect the industry to enjoy the 
greatest expansion of its history, satisfy- 
ing the long pentup demand for new oil- 
heating units. 

But more than mere access to materials 
will be required to meet the anticipated 
flood of business. Oilheating sales firms 
must have an adequate supply of trained 
workmen who can service orders as they 
pour in. 

Skilled workers obviously cannot be re- 
cruited at the drop of a hat. It takes from 
two to three years to fully train a man 
either to install or to repair heating units. 

Since the war ended 10 months ago, 
some oilheating dealers have learned to 
draw upon a new source of potential 
trainee-manpower. It consists of millions 
of former servicemen who are looking 
over virtually all fields to select a trade 
with a future. 

Well over 50,000 business establish- 
ments, including numerous oilheating 
dealers, already have tapped this source 
of potential learners, aided by the job 
training provision of the Servicemen’s Re- 
adjustment Act (G. I. Bill). 

Under the Act, a veteran pursuing on- 
the-job training and receiving the usual 
beginner’s wage paid to apprentices in 
that field also is entitled to receive a G.I. 
subsistence allowance which may not ex- 
ceed $65 a month if he has no dependents 
or $90 a month if he has dependents. But 
the total amount of wages paid to the ap- 
Prentice, plus the subsistence allowance, 
may not exceed the beginning entrance 
wage of journeyman for which the vet- 
eran is being trained. 

As a result of the G.I. subsistence al- 
lowance, veterans with exceptional abil- 
ity, who ordinarily would not consider 
apprenticeship, have been enrolling in on- 
the-job training programs by the thou- 
sands. These ex-servicemen and women 


OA 


are forming a reservoir of skilled em- 
ployees from whose ranks might come 
many of tomorrow’s leaders. 

Business organizations that have drawn 
upon this source of manpower often have 
been surprised at the simple procedure 
necessary to follow to establish G.I. train- 
ing programs. Several establishments have 
reported that the entire routine, from the 
first step to the time the veteran actually 
began training, took but a few hours. 


How to Qualify 


Assume that an oilheating dealer de- 
cides to prepare for the business boom he 
knows will come by training a veteran for 
a position such as installation or service 
man. For his first step, he writes to the 
state approving agency that has been 
designated to approve places offering such 
job training courses. The letter need mere- 
ly state that the firm wants to train a vet- 
eran for a certain position under the G.I. 
Bill. The dealer can obtain the name and 
location of the state approving agency 
from the nearest VA regional office. 

Within a few days, the dealer will re- 
ceive a form from the state agency. It will 
ask for a detailed account of the firm’s 
business activities, the qualifications of the 
instructors, the type of training to be 
given, and similar data. The state agency 
also will send a representative who will 
discuss the anticipated program with the 
dealer and will help him prepare a train- 
ing schedule if the dealer asks for such 
help. 

Next, the firm submits to the state ap- 
proving agency a thorough description of 
the training program designed for the vet- 
eran-trainee. Each phase of the training 
program should be described in as full de- 
tail as possible. 

When the state approving agency re- 
ceives the company’s planned training 
schedule, it will weigh its merits. Among 
the questions it will attempt to answer 


will be these: 





1. Is the business organization offering 
a bona fide course of training and does it 
have the facilities to carry out a training 
plan to benefit the veteran? 

2. Will the training course be sufficient 
to prepare the veteran for the position for 
which he is aiming? 

As soon as the firm receives notice that 
the state agency has approved its course, 
it can begin to teach veterans under the 
G.I. Bill. 

Upon enrolling a veteran in an on-the- 
job training course, the firm will supply 
VA with a statement describing the trade 
or position for which training is to be 
given, the length of the training course 
customarily required, the monthly salary 
or wage payable to the trainee and the 
salary or wage paid to the beginning 
journeyman workman in the position for 
which the veteran is preparing. The firm 
also will indicate its willingness to furnish 
VA a monthly certificate showing the at- 
tendance record and the amount which 
has been paid to the trainee each month, 
directly or indirectly, as wage, compensa- 
tion or other income. 

Training plans in the oilheating indus- 
try obviously will vary from company to 
company. While one dealer may train a 
veteran to become a specialist in wiring 
oilburner units, another might establish 
a program to teach exservicemen how to 
clean and adjust. 

A great number of oilheating dealers 
have planned training courses of a gen- 
eral nature, slanted toward preparing 
veterans to handle all the numerous du- 
ties involved in installing and servicing 
oilheating units. The length of these 
courses generally varies from two to three 
years. 

Roughly, the generalized training plans 
can be broken down into three major sec- 
tions: 

1. Installing oilburners. 

2. Installing heating units and boilers. 

3.. Servicing oilburners and boilers. 
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In learning to install an oilburner, a 
veteran-trainee will be shown how to han- 
dle all the pipe work necessary to connect 
the tank; he will help build a firebrick 
combustion chamber and insert the burner 
unit; and he will aid an electrician in wir- 
ing up the entire oilburner as well as mak- 
ing meter connections and wiring con- 


trols. In learning the entire wiring proce- 
dure, a trainee has an excellent oppor- 
tunity to obtain a general knowledge of 
the intricacies of an oilburner. 

After a veteran has completed his two 
or three-year course in oilheating equip- 
ment, he should be qualified to take his 
place among a dealer’s experienced instal- 





Enrique Canova, Veteran apprentice to a Washington oilheating dealer learns to 
install firebrick from his instructor Gerald Amman. Below, he connects an oil line. 
Canova gets $65 a month from Government, plus pay from dealer. 
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lation and service men. He may not know 
the answers to all the problems, but he 
should be able to handle enough work to 
be well worth his wage. 

Many dealers contemplating job train- 
ing programs have asked whether all vet- 
erans are eligible for on-the-job educa- 
tion. 

Before an ex-serviceman can take G.I. 
training, he must meet certain require- 
ments. He must have been in active mili- 
tary service for 90 days or more, part of 
which was on or after September 16, 
1940, and he must have been discharged 
or released under conditions other than 
dishonorable. He also is eligible if he has 
had less than 90 days active duty and was 
discharged for an actual service-incurred 
disability. 

The period of education or job training 
to which he is entitled depends upon his 
length of active service. He can receive 
one year of training plus an amount equal 
to the time he spent in the armed service. 
Four years is the maximum training he 
can obtain. 

For example, if a veteran has had two 
and one-half years active military service, 
he will be eligible for three and one-half 
years on-the-job training. However, if he 
has had three and one-half years military 
duty, he can sign up for only four years 
of training, the maximum. 


The procedure followed by a veteran 
in applying for on-the-job training is even 
simpler than that necessary for the firm 
offering such training. The ex-serviceman 
drops into the VA contact office nearest 
his home, asks for Form 1950 which is an 
application for education or training, fills 
it out, and sends it, along with a photo- 
static copy of his discharge, to the nearest 
VA regional office. The VA contact rep- 
resentative can supply its address. 


The VA regional office verifies his rec- 
ords with the War or Navy Departments 
as to his length of service, dates he served, 
and the conditions under which he re- 
ceived his discharge. After VA deter- 
mines his eligibility, it will send him a 
“Certificate of Eligibility and Entitle- 
ment,” which is his key to training. 

The veteran presents his certificate the 
first day he reports for on-the-job train- 
ing to his employer, who endorses it as 
indicated, and mails it to the VA regional 
office. When the regional office receives 
it, the veteran’s name is placed on the 
subsistence rolls and shortly thereafter he 
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will begin to receive Government checks 
in addition to his firm’s paychecks. 

The VA keeps itself informed as to 
the veteran’s progress in an on-the-job 
training course, although actual super- 
vision of training establishments is vested 
in the state. VA has obtained a battery of 
training officers who make monthly check- 
ups to determine whether the ex-G.I. is 
actually pursuing the course of training 
at the place where he is enrolled and 
whether his conduct and his progress in 
the course are satisfactory. 

Training officers will obtain this infor- 
mation only from those recognized insti- 
tutions that are unable to furnish VA 
with regular reports on student attend- 
ance and grades of veterans training un- 
der the G.I. Bill. 

Because the vast majority of veterans 
are able-bodied, the foregoing description 
of their job training rights has been con- 
fined to the Servicemen’s Readjustment 
Act, which pertains to them. Another act, 
Public Law 16, governs training regula- 
tions for disabled veterans. 

Requirements for job training eligibil- 
ity are similar to those for non-disabled 
veterans, with a few exceptions. The vet- 
eran’s disability must be service-connected 
and one for which a pension is payable, 
and he must be in need of vocational re- 
habilitation to overcome the handicap of 


his disability. There are no minimum re- 
quirements for length of active military 
service. 

VA not only supervises his training 
closely, but also pays him a disability pen- 
sion or retirement pay in addition to his 
subsistence allowance. 

Surveys conducted by VA and private 
interests brought to light the fact that dis- 
abled workers, properly placed, are equal 
or superior to average able-bodied work- 
men in the quality and quantity of pro- 
duction. 

Undoubtedly there are numerous posi- 
tions in the oilheating industry that can 
be filled efficiently by America’s disabled 
ex-servicemen. All they require is the 
chance to enter a jobtraining program 
that will equip them to hold a skilled posi- 
tion in which their disabilities would not 
be handicaps. 

For both the disabled and the able- 
bodied veteran, VA’s on-the-job training 
program has meant the opportunity to 
readjust to a successful civilian life and 
to become a productive member of our 
society. 

For industry, the job training provision 
of the G.I. Bill has meant the opportunity 
to obtain necessary new blood in order to 
meet an increased volume of business ex- 
pected as soon as production once again 
enters high gear. 


Additional Fueloil Grade 
Predicted By Jersey 


‘i EAST WILL PROBABLY have a three 
product market for light fueloils in the 
not too distant future, according to a pre- 
diction of S. H. Hulse, Standard Oil De- 
velopment Co., in a paper read before the 
Eighth Annual Convention of the Fuel 
Oil Distributors Association of New Jer- 
sey at Asbury Park June 7. The three 
products, replacing the present two in the 
area, would include a close-cut kerosene, 
a fairly heavy catalytic distillate and an 
in-between product for vaporizing burn- 
ers, 

Ten speakers on various topics filled the 
two-day session, the first to be held by the 
Sroup since 1941, and attended by vir- 
tually the entire membership of 300 fuel- 
oil men. In the June issue of FUELom & 
Om Heat appeared the talk, “Oilheating 





Crossroads,” made by Robert Gray of this 
publication. Points of general industry 
interest in the other talks were many, and 
are briefly summarized or quoted here: 

The Stewart Hulse paper, read by J. O. 
Collins of the same company because 
Hulse was unexpectedly called away, can 
be summarized in these paragraphs: 

“It is expected that in order to meet 
the demand for gasoline and distillate 
fuels in the years to come, U. S. refineries 
will maximize the yields at the expense of 
residual fuel. iw., the average refinery 
yield of residual fuel will decline over a 
period of 15 to 20 years from the present 
26% on crude supply to possibly as low 
as 10% on crude. It will be necessary to 
import residual to meet the deficit in 
heavy fuel stocks. This situation is for the 
best interests of the country in that such 
imports of fueloil or heavy fuel-produc- 


ing crudes will be supplementary rather 
than competitive in nature, permitting do- 
mestic crude to be run for maximum yield 
of more valuable products. 

“After considering the various uses of 
kerosene, such as for illumination, range 
oil, and for space and water heating, it is 
believed that the increase in demand will 
be moderate over the next few years. Do- 
mestic demand is estimated at about 236,- 
000 B/D in 1950 as compared to about 
208,000 B/D for 1946, an increase of ap- 
proximately 13%. This takes into ac- 
count the possible increased use of lique- 
fied petroleum gases as a substitute for 
kerosene in certain applications. 

“There are about 2! million vaporiz- 
ing pot-type burners in use at the present 
time and the manufacturers of these burn- 
ers have estimated that an additional 750,- 
000 burners will be sold annually during 
the next five years. (Includes space heat- 
ers, water heaters, central heating, etc.) 

“At present there are an estimated 2/2 
million power operated oilburners in U. 
S. homes, normally consuming an aver- 
age of a little more than 50 barrels per 
year. Projections of the market for home 
heating indicate a substantial increase in 
oilburner installations, to reach approxi- 
mately 334 million in 1950 and 4.8 mil- 
lion by 1965. This means an increase in 
demand for domestic fuel from about 
350,000 B/D in 1946 to approximately 
500,000 B/D in 1950 and 565,000 B/D 
in 1965, an overall increase of about 
60%. 

“During the war, there were built in 
the U. S. A. a large number of cracking 
plants of the new catalytic type. This 
process was of inestimable value in pro- 
ducing the enormous amounts of prod- 
ucts required for the war. It also has re- 
markable value in the production of 
peace-time products. It produces high 
yields of gasoline and distillate fuels. In 
fact, this process is an important factor 
in getting a large volume of distillate 
products at the expense of residual fuel. 

“Let us see what effect these additional 
distillate fuels have on the quality of heat- 
ing oil. The quality of catalytic distillates 
has been the subject of much discussion 
in the past year or so. You have heard 
that they would drastically affect fuel 
quality and that many burners would 
probably suffer serious consequences un- 
less they were redesigned. The Standard 
Oil Co. (N. J.) does not agree with these 
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TABLE I 
Average Quality of No. 2 Heating Oil 
Major Suppliers, Northern N. J. 


industry must find and develop during the 
next 20 years at least 40 billion barrels 
of new reserves, or nearly 76% of the 


Px: snd acs poe Ge total amount of oil discovered since 1859. 
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21 billion barrels of the additions to re- 





general statements. However, a down- 
ward trend in volatility of heating oil, 
particularly No. 2 fueloil can be expected. 
As with the better known thermal 
cracked oils, the catalytic cracked oils 
have lower API gravities and lower 
Diesel Index. 

“The effect of these changes is shown 
by the trend which has taken place in No. 
2 fueloil quality in New Jersey in the past 
eight years, as shown in Table I. 

“A steady reduction in gravity, Diesel 
Index and volatility is evident, reflecting 
to some extent the wartime drain on sup- 
plies which finally led to relaxed quality 
specifications for distillate fuels under Di- 
rective 59. 

“Having in mind that the new wartime 
refinery processes might affect the supply 
and quality of postwar fueloils, the Bu- 
reau of Standards early in 1944 asked the 
petroleum and oilburner industries to re- 
view the present CS12-40 (Commercial 
Standard) in the light of postwar fuel 
quality. As a result, the American So- 
ciety for Testing Materials undertook a 
product research program to learn what 
changes in standards would be desirable 
to match the expected fuel quality with 
the performance of existing and new oil- 
burners. 

“Two reference burner fuels were se- 
lected for tests that were to be run by 34 
industry laboratories. No. 1 fuel was 
composed of about 25% catalytic distil- 
late and 75% straight run, and No. 2 was 
entirely catalytic. Specifications were as 
shown in Table IT. 


TABLE II 
ASTM Reference Burner Fuels 
No. 1 No. 2 
Gravity, ° API 37.9 28.7 
Diesel Index 51.0 33.0 
10% Dist. Point, °F. 403 459 
End Point, °F. 590 680 


“Upon completion of the tests, the 
ASTM committee reviewed the results 
and reached the following conclusions: 

“The majority of the laboratories re- 
ported that neither the No. 1 or No. 2 
reference oils, nor blends thereof are sat- 
isfactory for vaporizing pot-type burn- 
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ers. The majority of the laboratories re- 
ported that both fuels and blends there- 
of can be burned satisfactorily in high 
pressure, low pressure and wall flame ro- 
tary burners, in some cases with minor 
modifications of combustion chamber or 
air adjustment. Existing installations of 
wall flame burners may require some 
changes in hearth design to burn the No. 
2 fuel. 

“The pot-type burner industry is not 
satisfied with the prospect of having to 
burn range oil or kerosene. They have 
asked for a special heavier No. 1 fueloil 
which would be held to very strict upper 
and lower viscosity limits for flow control 
and which would carry other restrictions 
on quality not heretofore imposed upon 
the oil industry. To the refiner, the pro- 
duction of a heavy No. 1 fueloil may not 
be unattractive because he could produce 
more of it from crude than kerosene or 
range oil, and thus be in a better position 
to meet the expected increase in new 
housing, etc. However, it would still be 
necessary to provide kerosene for wick- 
burning and some other appliances. 

“It is probable that distributors may be 
called upon in the not too distant future 
to supply the public with three grades of 
burner fuel, namely, kerosene or range 
oil, a new No. 1 fuel for pot-type burners 
and a general purpose heating oil for the 
popular types of mechanical burners.” 

Atlantic Refining’s economist, E. T. 
Knight, reassured the assembled group on 
the apparent adequacy of fueloil supply, 
showing particularly how the industry is 
to get through the next 20 years. In these 
forecasts it was assumed that by 1965 
there would be 4,650,000 oilfired domes- 
tic central heating plants consuming 586,- 
000 barrels of light fueloils daily, and that 
there would be 42.5 million passenger cars 
and 6.5 million trucks. Total consumption 
of all petroleum products was forecast to 
be 4,853,000 B/D in 1950, 5,063,000 
B/D in 1960 and 5,400,000 B/D in 
1965. 

“To produce crude at these rates,” 
Knight continued, “the United States oil 


serves were recorded for the 10 year pe- 
riod 1936-45. It is therefore indicated 
that the annual task for the next 20 years 
is no greater than that of the last 10 years 
when 2.1 billion barrels of oil were added 
to the reserves annually. 


“The best tools and methods of re- 
search have not made it possible to fore- 
cast with any degree of accuracy at what 
rate discoveries will be made. However, 
on the nearly 5.1 million developed acres 
in the United States there have been dis- 
covered approximately 52.3 billion bar- 
rels, and the total area of the United 
States considered favorable to the pro- 
duction of oil amounts to nearly 900 mil- 
lion acres of which only 20% or 180 mil- 
lion acres are already under lease and be- 
ing explored or awaiting exploration. The 
extent to which the industry is engaged 
in the search for new fields is indicated 
by the fact that there are now 562 geo- 
logical and geophysical crews engaged in 
exploratory work in the United States.” 

D. L. Barrett, fueloil manager for 
Standard of Jersey, also had a talk on fu- 
ture oil supplies, of which highlights 
were: 


Too Little or Too Much 


“The prophesy that we are running 
out of oil is an old one. It is startling to a 
nation which has led the world in mass 
transportation and which has raised its 
standard of living to unprecedented 
levels, largely on the basis of a tremen- 
dous low-cost supply of liquid fuel de- 
rived from petroleum.” Barrett pointed 
out that we also now have a group believ- 
ing that we are going to have too much 
oil for our future needs. “The suspicion 
that we may have too much oil arose soon 
after the explosion of the first atomic 
bomb,” he said, “and is based on the idea 
that the time is not far off when we will 
depend largely on atomic energy to drive 
our vehicles and power our industries. 

“The great majority of students of 
atomic energy do not foresee the rapid 
substitution of atomic energy for pe- 

(Continued on page 103) 
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Oil for Western Burners 
Big Northwest Demand Will Create 


By 
A. E. Coburn 


How ARE WE GOING to supply 12,- 
000,000 to 15,000,000 barrels of new 
heating oil demand in the Pacific North- 
west within the next few years? That is 
the $64 question which is looking Pacific 
Coast oil men in the eye, and the most 
frequent answer is to deny that there is 
any great probability that such a demand 
will develop. If and when it does develop, 
they say, we'll take care of it—at a price. 
How, and at what price, are prime mat- 
ters to the oilheating industry. 

Field men, familiar with the details of 
the potential oilheating market in Oregon 
and Washington, are more likely to admit 
the possibility of tripling the present de- 
mand than home office men who know it 
only from hear-say. It is significant that 
no published forecast of future petroleum 
demand in 1950 shows heating oils higher 
than 1944. It is reasoned in the home of- 
fice that the reduction in wartime heating 
will more than compensate for the new 
oilburner installations to be made, but the 
area is now at or near its wartime peak 
in population, and there is little prob- 
ability that the wartime heating demand 
will show much decrease. 

Many aspects of the Northwest market 
were covered in an article in the June 
issue. There is almost no effective com- 
petition for oil for the domestic heating 
load. Washington coal is of poor quality 
and high in price; gas is of fair quality, 
but high priced, and local sawdust is in- 
convenient and increasingly hard to get. 
People want to burn oil, the one domestic 
heating fuel that has none of these ob- 
jections, and they are demanding burners 
in far greater numbers than the industry 
yet can supply. 

There are now in Oregon and Wash- 
ington about 800,000 one- and two-family 
houses, and building is progressing at a 
high rate. There are now 150,000 oilfired 
central heating installations in the two 
states. In view of the desire of homeown- 
ers for oil, the present degree of satura- 
tion, and the new building that is going 


on as fast as materials are available, a 
200% increase in the number of burners 
operating by the end of 1950 seems en- 
tirely feasible. 


Private estimates of demand by major 
oil companies show a growing demand for 
heating oils in the five-state Pacific Coast 
marketing area, but these estimates do not 
reflect any such increase as some oilheat- 
ing men expect. One of the largest majors 
marketing in the territory sees an increase 
of more than 46% in heating oils from 
1945 to 1947, to about 60,000 barrels a 
day in 1947. During the same period 
Diesel oil for internal combustion engines 
is expected to increase in demand more 
than 76% to around 37,000 barrels a day. 
Total demand for all gas oils and Diesel 
oil is expected to increase 33.7% from 
1945 to 1947, to reach 115,000 barrels a 
day. Crude run to stills, which averaged 
931,000 b/d in 1945, is expected to de- 
crease more than 15'°% to around 790,000 
b/d in 1947. 


Diesel Competition 


Chief competitor of the oilburner for 
the middle of the barrel is the Diesel en- 
gine. Diesel use is increasing rapidly at 
present, and may be further accelerated 
in the near future, but as Diesel oil de- 
mand increases it replaces larger quanti- 
ties of actual or potential gasoline and 
residual demand. At present there is a 
special Diesel oil appearing on the market 
in the Pacific area for internal combus- 
tion engines, and it is expected that the 
higher cetane rating demanded by Diesel 
engine users will push this product about 
2 cents higher in price than the Pacific 
Specification 200 oil which is used for 
heating. 

Unlike most oil engine users in the East 
and parts of the Middle West, who use 
kerosene and range oil in their Diesels, 
Far West users use a true Diesel oil and 
demand a product of 45 cetane or better. 
Cetane ratings are to diesel oil what oc- 
tane ratings are to gasoline. The higher 
the cetane number the less smoke and the 
more power. Present demand probably 
will not make necessary a 50 cetane com- 
mercial diesel fuel, such as was demanded 





New Problems 


by the Navy for submarine use, but com- 
petition will tend to keep the ratings rela- 
tively high and increase them. A haze of 
smoke behind a fishing boat is far less 
disasterous than a trail of smoke behind 
a wartime submarine, but local ordinances 
covering highway and railroad smoke- 
making keep truck, bus and rail users of 
diesel powered equipment constantly de- 
manding a better oil with an adequate 
cetane rating. PS 200 heating oil has a 
cetane of 35 to 37, and has to be treated 
with additives to improve its quality for 
most internal combustion engine use. 


Cetane rating, though not an exact 
measure of the burning qualities of an oil 
for heating, is a rough measure of its 
probable quality for burning. It is possi- 
ble, however, to burn low cetane fuel sat- 
isfactorily with proper burner adjust- 
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ment, and high cetane fuels for burning 
will not be in demand at the higher price. 

It has been pointed out that diesel oil 
demand for ships probably will not reach 
the prewar demand before 1950, due to 
the sinking of most of the Japanese and 
Scandinavian fleet which formerly bunk- 
ered on the Pacific Coast. Navy demand 
will continue high, and other uses are ex- 
pected to increase. Private estimates indi- 
cate that bunkers, which took about 6,000 
barrels per day of diesel oil in 1945, will 
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be demanding 17,000 b/d in 1947. Rail- 
roads, in the same period, will increase 
from 4,000 to 6,000 b/d, and manufac- 
turing diesel demand will double to about 
4,000 b/d. Miscellaneous uses, such as 
trucks, buses, construction machinery and 
similar diesel powered equipment, which 
took 9,000 b/d in 1945, will demand 10,- 
000 b/d in 1947. It is expected that this 
two-year increase of more than 76% will 
continue to grow. 

Gasoline demand, which is consider- 
ably below prewar levels in the East and 
Middlewest, is above 1941 in the Pacific 
States, and increasing every month. Al- 
most every recent month has marked a 
new high in gasoline demand on the Pa- 
cific Coast, and the end is not in sight. 
Refiners are running all possible gasoline 
and still meet their commitments for other 
products, but one major oil company has 
cancelled future commitments on burn- 
ing oils, and another has drastically re- 
duced them. 

A disturbing feature of the gasoline 
demand is the competition for higher 
quality product. Present demand is 54% 
for premium grades, and before the recent 
reduction in lead allocations, premium 
grades of gasoline were running as high 
as 85 octane. Few cars now on the road 
can make full use of such high quality 
fuel, but refiners continued as long as 


possible to improve the quality to satisfy 
the public clamor for better product. The 
effect on oilheating has been to make 
necessary a lower quality burning oil. 

It is expected that PS 200 (No. 3) oil 
this coming winter will be about 25% 
catalytic cracked, blended with 75'% 
straight run. Some burner adjustment 
may be necessary to handle this product 
satisfactorily, but there is little probabil- 
ity that burning oil quality will be higher 
in the future, so dealers and users may as 
well start now to put their equipment in 
condition to use the harder-to-burn dis- 
tillate. PS 100 (Stove oil), which is used 
in space heaters and other vaporizing 
equipment, now sells in most markets at a 
cent above PS 200. Since this probably 
will continue to be largely a straight run 
product, there may have to be a wider 
price spread. 

Early in the year burning oil prices 
were increased three-quarters of a cent 
on the Pacific Coast. It is probable that 
with ceilings removed prices of heating 
oils will increase again, but authorities do 
not agree on the amount. Estimates range 
all the way from another three-quarters 
to two cents a gallon. If a large increase 
in demand is to be met, it seems probable 
that some price increase will be necessary 
to make it attractive to refiners to supply 
it. Dealers, obviously, do not enthuse over 
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DEMAND FOR RESIDUAL FUELS* 
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Uses 4937 1939 1941 1944 1947 1950 
USS SS io ep a) eee 80,066 69,337 96,452 125,536 84,000 '71,600 
NPIS MS INO ghee ow le hore ph icikia'o vie ee 53,085 49,192 38,222 69,186 37,000 37,000 
Gas & Elec. Power Plants ........... 9,882 6,293 9,447 17,243 15,000 13,000 
Smelters, Mines & Mfg. Industry ..... 31,416 26,296 32,019 41,814 30,000 33,000 
NN. tb davies a's bine bx hws 63) d 2 16,047 12,600 15,145 21,314 20,200 23,500 
U. S. Navy, Army & Coast Guard .... 15,384 15,485 33,247 117,098 50,000 50,000 
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*Tables from the paper “Outlook for California Oil,” by R. L. Minckler, vice-president 


of General Petroleum Corp., Los Angeles, presen 
Petroleum Inst:tute. 
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such a prospect, and in some areas such 
an increase would have a disastrous ef.- 
fect on the market, but getting out the 
supply is largely a matter of not-too-difh- 
cult mathematics. 


The present price spread at the refinery 
between gasoline and heating oils is 31/4 
cents. It costs about 2 cents a gallon less 
to make heating oil than gasoline, so with 
a price increase of about 114 cents a gal- 
lon, heating oil volume would be as at- 
tractive, profit-wise, as gasoline. It prob- 
ably will not be necessary in the immedi- 
ate future to go all the way, but any ap- 
preciable narrowing of the present spread 
in price would make available larger 
quantities of oil for burning. 


Another moderate increase in the price 
of heating oil probably would not ma- 
terially affect the potential market in Ore- 
gon and Washington, but in the San Fran- 
cisco Bay area, for instance, such an in- 
crease might make the price prohibitive. 
The larger cities of the Northwest have 
no satisfactory domestic fuel at present 
that can compete with oil, though every 
price increase would intensify the ever- 
present threat of gas and electricity com- 
petition. The San Francisco Bay area, 
however, pays around 40 cents a thou- 
sand feet for 1100 Btu natural gas, and 
any increase in oil price would be hard 
to take. 

(In spite of a price advantage, towns 
in the Bay area have foisted unreasonable 
ordinance restrictions on oilburning to 
favor gas. In the town of Alameda, for 
instance, an oilburner cannot be connected 
to a terra cotta chimney, which is usual 
in that area, though all other fuels may 
use it. An oilfired heating plant must be 
totally enclosed in a fireproof room built 
around the furnace. Oil cannot be deliv- 
ered from the curb. The truck must be 
driven entirely within the property line.) 

In a free economy the law of supply 
and demand will tend to equalize the price 
differentials between the various fuels, 
and it seems reasonable to expect that 
some of oil's present advantage in the 
Northwest will be whittled away. No oil- 
heating man will want to see that day 
come, but it seems probable that it may, 
and it is necessary that the market be 
supplied with needed equipment as fast 
as possible. 

With a large, active demand for burn- 
ing oils the refiners and marketers will 
find a way to supply it—at a price. 


July 
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New England OHI Holds First 
Annual Oilheating Exposition 


N EW ENGLAND oilheating men gath- 
ered at Boston in surprisingly large num- 
bers every day of the week-long Annual 
Exposition of Oil Heat Institute of New 
England, June 24 to 28. In spite of swel- 
tering weather which set seasonal high 
marks, each meeting was packed with at- 
tentive and interested audiences, and the 
exhibitors were kept busy for four days. 

Dealers at the New England show, like 
those who filled the Philadelphia exposi- 
tion two months earlier, were present in 
the hope that some manufacturer would 
accept an order for immediate shipment. 
The manufacturers, again, were anxious 
to talk to good potential dealers only in 
terms of future business. In spite of the 
lack of equipment, optimism prevailed 
and the feeling was abroad that things 
soon would be different. 

Non-competitive listeners heard con- 
fidential stories of new sources of motors 
that soon would deliver in good volume, 
of an individual who had located some 
tanks, or of a supply of copper that was 
on the way. There were few definite 
guesses on the date of full production, but 
the conversation indicated that an easier 
supply situation might be expected well 
before the first of the year. 

Local customers were invited to view 
the show on the first day, June 24, and 
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they came in gratifying numbers to look 
at the equipment they hoped to buy. Since 
the show was held in the public rooms on 
the hotel mezzanine, there was some pub- 
lic attendance throughout the show. 

A dinner on the evening of the first 
day was held as a testimonial to Fred N. 
Beckwith, executive secretary of OHI of 
New England, and recently resigned as 
secretary of the Massachusetts Oil Heat- 
ing Association. Speakers recalled the 
long service “Uncle Fred” had given the 
industry, his devotion to the dealer 
throughout the war years, and his energy 
in promoting the best interests of the in- 
dustry through the New England area 
and nationally. As a show of appreciation, 
he was presented with a new automobile 
to be delivered “‘as soon as possible,” fol- 
lowing which he returned to the many 
duties of managing a successful conven- 
tion and show. 

Three luncheon meetings during the 
week served as business sessions, and eve- 
ning sessions following dinner were large- 
ly for entertainment. Temperatures in the 
middle 90s did not appear to slow attend- 
ance, but brought forth a varied array of 
shirt sleeves and colored suspenders. 

Arthur H. (Red) Motley, former pub- 
lisher of American Magazine, and now 
president of Parade Publications, fol- 


lowed the audience lead, stripped off his 
suit coat and held an audience of 300 on 
the edge of their chairs with the facts of 
life on the merchandising and selling job 
ahead of them. In his characteristic, easy- 
to-follow style, he warned against com- 
placent and traditional habits in selling 
in the years ahead, and called for aggres- 
sive and daring tactics to move the volume 
of production the industry of the country 
would turn out. 

“Our market has changed its buying 
habits in recent years,” Mr. Motley 
warned. “You and I never used to run a 
car more than two years, but we have 
learned to keep it on the road for more 
than three times that long. Your cus- 
tomers have had to nurse a limping heat- 
ing plant through another winter, and 
they have gotten out of the habit of buy- 
ing new equipment the minute it seems 
desirable. They may need the new car or 
the new heating plant, but they won’t buy 
it until somebody teaches them to want it. 
That is the function of selling, and only 
through aggressive selling can we move 
the volume of goods that will be required 
to keep our productive capacity occupied 
at a satisfactory level.” 

Mr. Motley pointed to recent surveys 
as indicative of the market that can be 
sold, but warned against accepting the 
survey results as a measure of the auto- 
matic demand for goods and services. 
“People buy what they want, not what 
they need.” 


(Continued on page 106) 














Wiring for Modern Hot Water 


Reverse-Acting Controls; Tank Controls; Adjustments 


By 
J. W. Schulz 


as ON THE DETAILS of planning 
and installing ultra-efficient year-round 
water heating installations, published re- 
cently in FuELom & Om Heat, caused 
readers to mail in many comments and 
questions. A good many dealers and ser- 
vice men seemingly knew little about the 
tank temperature control arrangement 
recommended in one of the articles. It 
cuts summer oil consumption in half, pro- 
vides more hot water in summer from an 
indirect heater of any given size, and pro- 
vides cleaner burning in summer by caus- 
ing longer and less frequent burner runs. 


Most of the questions had to do with 
wiring diagrams for new installations and 
old jobs which were to be renovated to cut 
oil consumption, provide additional hot 
water, and arrive at cleaner burning in 
summer. The accompanying wiring dia- 
grams contain the answers to most of the 
questions which were received. 

One reader of FuELom & Om HEAT 
asked this interesting set of questions. (1) 
Which installations, having tanks but no 
tank temperature controls, need reverse- 
acting controls on the heating boilers? 
(2) What purpose does the reverse-act- 
ing control actually serve? (3) Which 
control settings should be used when a 
reverse-acting temperature control is used 
on the boiler? (4) Can the reverse-acting 
control be wired either low-voltage or 
110-volt? 

Diags. 1 and 2 provide most of the an- 
swers to these questions, and also to other 
questions about wiring temperature con- 
trols into low-voltage or 110-volt circuits. 

Diag. 1 would be used by a dealer who 
prefers to have as much as possible of the 
wiring low-voltage on a forced-circulation 
hot water heating plant equipped with a 
tank-type indirect water heater, and re- 
verse-acting boiler temperature control— 
but not equipped with the tank tempera- 
ture control recommended in the earlier 
articles. 

In Diag. 1, Control A is a boiler tem- 
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perature control set at about 160° and 
used to start and stop the oilburner. Sum- 
mer and winter, the boiler is kept at the 
temperature for which this control is set. 
To obtain cooler or hotter water in sum- 
mer, for example, this control is set lower 
or higher. The control simply is wired to 
the thermostat circuit of the burner con- 
trol panel, using low-voltage wiring, of 
course. Using Series 10 controls, three 
wires connect this control to the panel, as 
the diagram shows. For a two-terminal, 
snap-acting control, two wires would be 
run from the control to the panel whether 
the panel is a Series 10 type or other type. 

Control B is the high limit control, in- 
stalled to provide safety in case of trouble 
with the low-voltage control, low-voltage 
wiring, or control panel. That is, if for 
any reason Control A fails to stop the 


burner and therefore the boiler tends to 
overheat, Control B will stop the burner, 
Wired in the live leg to the burner panel, 
Control B (a 110-volt control and wired 
for 110-volts) serves to cut off the 110 
volt current to the oilburner panel if and 
when the boiler should tend to overheat. 
To make certain that Control A usually 
controls the burner, keeping Control B in- 
active and in reserve for emergency, a ser- 
viceman should set Control B about 10° 
to 20° higher than Control A, then check 
these settings to make sure that Control 
A will stop the burner at the desired boil- 
er temperature and Control B will open 
its switch at a somewhat higher boiler 
temperature. Don’t make the mistake of 
setting Control A so high, compared to 
the setting of Control B, that Control B 
usually starts and stops the burner. Avoid 
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’ also the error of setting Control B un- 
‘reasonably high, at a temperature which 
causes the boiler water to boil. 

According to Diag. 1, with Control C 
in its “on” position, the circulator simply 
is started and stopped by the room ther- 

| mostat. With that in mind, the functions 
and adjustment of Control C can be un- 
\ derstood better. Control C is the reverse- 
jacting boiler temperature control which 
seems to be puzzling not only to new- 
comers in the oilheating industry but also 
to many men who have worked at instal- 
lation and service for years. Control C 
opens its switch when cool, closes its 
switch when hot. This is opposite to the 
operation of the controls usually used for 
oilheating (since these stop burners on an 
increase in temperature or pressure) and 
causes this control to be termed “reverse- 
acting.” Located fairly low on the boiler 
and where it will quickly detect chilling 
of the boiler caused by the circulator’s 
rushing cool water from the radiators into 
the boiler, Control C has the function of 
keeping the circulator idle, when running 
the circulator would chill the boiler so 


much that the indirect water heater would 
fail to provide hot water. 

If Control C were to be set too high, it 
would prevent the circulator from operat- 
ing at all. That follows from this line of 
reasoning. Control C is in series with the 
room thermostat and must be in the “on” 
position to permit the circulator to oper- 
ate; being reverse-acting, it closes its 
switch when the boiler temperature in- 
creases; if Control A stops the burner be- 
fore Control C is heated sufficiently for 
its switch to close, then the circulator can- 
not operate at all. On the other hand, if 
Control C is set too low, it will not stop 
the circulator when running the circu- 
lator would chill the boiler so greatly as to 
cause cold water to come from the indirect 
water heater. This is one method of ad- 
justing Control C. Operate the oilburner 
until Control A stops it. Note the reading 
given by the thermometer on the boiler; 
also, feel the boiler temperature about 
one-third the way from the bottom of the 
boiler if possible. Next, block open or ad- 
just Control A or B to keep the burner 
idle, and start the circulator by raising the 
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setting of the thermostat. The boiler tem- 
perature will start dropping in a few min- 
utes because the circulator is running but 
the burner is being kept idle. When the 
boiler temperature starts dropping ap- 
preciably, say about ten to fifteen degrees 
as gauged by feeling the boiler again about 
one-third the way up and taking readings 
on the boiler thermometer, the reverse- 
acting control (Control C) should stop 
the circulator since if the circulator con- 
tinued to operate the boiler would be 
chilled so greatly that no hot water would 
come from the indirect water heater. 


Which installations need this type of 
reverse-acting control? The answer to that 
question is simple, but without using cut- 
and-try methods it is difficult to apply the 
answer to actual installations. The answer 
is: A reverse-acting control of this type is 
needed where without this control the hot 
water storage tank chills at times, but 
with this control there is ample hot water. 
To play safe, certain dealers are installing 
a reverse-acting control on every one of 
their tank-equipped, forced-circulation 
hot water heating plants. These dealers 
never know where they “could have got- 
ten by” without providing this control. 
They are heading off trouble which could 
be caused by failure to provide the con- 
trol on installations which need it. Inci- 
dentally, the reverse-acting control must 
be installed and adjusted properly for 
forced-circulation plants equipped with 
tankless heaters; there’s simply no getting 
around that because on these jobs the cir- 
culators must be prevented from chilling 
the boilers and the indirect tankless water 
heaters at any time when hot water may 
be needed. Setting the reverse-acting tem- 
perature control too low where there is 
a tank-type water heater often causes no 
difficulty because many tank-type jobs 
need no reverse-acting controls. But set- 
ting the reverse-acting control too low 
on a tankless heater installation is almost 
certain to cause complaints about the hot 
water running cool just after the circu- 
lator is turned on by the room thermostat. 


Notice in Diag. 1 that only Control B 
is wired for 110-volts. For maximum safe- 
ty, this control must be so wired. The 
room thermostat and Controls A and C, 
are wired low-voltage. 


If you prefer to run low-voltage wiring 
for only the thermostat circuit, use the 
wiring shown in Diag. 2 to obtain the 
identical results given by the wiring in 








Diag. 1. It is easy and inexpensive to 
mount two high limit controls side-by-side 
and wire them 110-volts and in series with 
each other, as Diag. 2 shows. Certain men 
find this easier and less expensive than 
the low-voltage arrangement for Control 
A which is shown in Diag. 1. With Con- 
trols A and B so connected, Control C 
can, of course, be wired either as shown 
in Diag. 1 (low-voltage) or as in Diag. 2 
(110-volts). A dealer undecided about 
using Diag. 1 or Diag. 2 for his installa- 
tions does well to wire a few sample jobs 
each way; usually he and his men then 
arrive automatically at a preference for 
one method or the other. Servicemen, es- 
pecially those working for fueloil compa- 
nies and men expected to know how to 
service all types of installations, should 
be familiar with both types of wiring, 
since in their everyday work they are like- 
ly to encounter great differences in the 
wiring of different installations and must 
be able to figure out the reasoning behind 
any wiring they find on a job which needs 
tuning or repairs. Installations never are 
tuned properly by. happy accident; those 
which are in proper adjustment have been 
tuned by experts who knew the function 
of every control on the particular instal: 
lations. 


Diag. 3 may appear involved at first. 
but consider a jumper in place of Controls 
4 and 5. With these controls removed 
from the circuit, you have a diagram pub- 
lished previously in FUELomL & O1t HEAT, 
and the simplest wiring for a forced-cir- 
culation installation which has a tank- 
type indirect water heater, tank, and tank 
temperature control. 

Considering Controls 4 and 5 elimi- 
nated (shunted by a jumper will do), 
here is the operation. 

1. When heat is needed in winter, the 
thermostat circuit closes, causing the re- 
lay to snap in and close both sets of con- 
tacts shown in the diagram. The right- 
hand set of contacts starts the oilburner 
by giving 110-volts to the oilburner panel 
(notice the jumper on the thermostat ter- 
minals of this panel; consider the boiler 
temperature controls in the “on” posi- 
tion); and the lefthand set of contacts 
starts the circulator. Even though the boil- 
er has not yet received considerable heat 
from the flame, the water starts circu- 
lating to the radiators. A mild, steady 
heat for mildly cold winter weather is the 
result of this characteristic of the layout, 
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although indeed in actual practice the 
boiler never is stone cold in winter when 
the thermostat starts the circulator. 

2. When the center of the hot water 
storage tank chills below 120°, the tank 
temperature control, which is Control 3 
in the diagram, starts the oilburner by 
shunting the relay contacts in series with 
the live line to the burner panel. 

3. The heating boiler becomes cold 
when the tank is sufficiently heated and 
when no radiator heat is needed, because 
the burner operates only because the tank 
has chilled or the room thermostat circuit 
has closed. This saves fuel and eliminates 
short, unnecessary “on” periods which 


give incomplete combustion and waste oil. 


4. Boiler temperature controls, that is 
Controls 1 and 2 in the diagram, are at 


all times in series with live line to the 
burner panel. Set relatively high, they 
give unusually high output in summer 
from an indirect water heater, but give 
this, of course, only when the tank needs 
heat. 

These four points boil down to the room 
thermostat starting both the circulator and 
the burner; the tank temperature control 
starting only the burner; and the burner 
remaining idle otherwise. 

Control 4 was mentioned in an earlier 

(Continued on page 98) 
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Housing Approvals Mount; 


Oilheating in Third Place 


r ROM THE START of the new housing 


eeds Yprogram, January 15, up to May 31 a 


total of 531,016 housing units received 


room approval from FHA field offices and must 
‘and [begin actual construction within 90 days, 
ntrol after which their authorizations expire. 
immer 149,580 of these were rental units in 


rlier 





apartment buildings and the like, a few 
were in Territories outside continental U. 
§. and 428,133 were actual homes to be 
built within this country, the group in 
which the oilheating industry is inter- 


conversion gas burners are more readily 
available at present, since they are not 
hamstrung by shortages of motors, trans- 
formers, pumps, etc.,—they have none of 
these things to worry about. Also, gas 
makes a strong showing for geographic 
reasons. Not many homes are being start- 
ed in the areas where oilheating is strong- 
est, the New England and Middle At- 
lantic areas. The table shows a compari- 
son of present home building activity with 
prewar activity as reported by FHA. 

To date, the program is not working 





ing authorizations two-thirds for the en- 
suing 45 days in an attempt to bring 
authorizations nearer to the reality of ma- 
terial availability. 

NHA announced June 4 minimum 
standards to protect the veteran in the 
kind of home he buys. These are to be 
known as “HH Minimum Property Re- 
quirements” and cover space, arrange- 
ment and construction of the home. 
Standards will be announced and policed 
by FHA field offices. 

CPA on June 5 added extended sur- 
face convector radiation to the list of 
critical products in Schedule 1 of Priori- 
ties Regulation 28, requiring 70% to be 
set aside for veteran’s housing. Other 
items recently added to the list include 














ested. out as planned in the ratio of low-cost to besser Oe re i : rd 
Considering that Housing Commis- high-cost homes. The intent was to keep 71°" ee axis rege roar 
sioner Wyatt has planned for starting 1,- two-thirds of them under $6,500; actually pete ete ee 
200,000 units this year, the goal can prob» only one-third are in that low price ° - = der G 
ably be reached, since 44% were applied range to date. Perhaps the ratios will im- ip 3 ie oc ator — = 
for and authorized in the first 4% prove as the program reaches proportions pagel tonal pein athe ies Page 
months. of mass production. On the theory that alias ae we ae hoop y 
f - " ontinued on e 
While a lot remains to be decided about no man can afford a home that costs more = 
. heating in some of these homes, the ad- than double a year’s income, the present 
3 | jj vance picture would indicate that oilheat- pattern won't be too effective for GI's, | Prewar Building vs. Present Activity 
ing is running a rather weak third in fuel since certainly two-thirds of them don’t sienlaemtietieatit sasnae Oe 
preferences. Civilian Production Admin- earn upward of $3,250 a year. The table Residence zations 
stration men in Washington are now _ shows a breakdown by sale prices. bpm 5p 
thinking that the present authorizations To streamline the progress of the hous- New England 2.5% 3.3% 
' : . ew Dngian ‘ ° 
will stack up to about 20% fueloil, 30% ing program, a number of steps have been Middle Adutic 43.9 a 13.4 ; 
coal and 50% gas. They are not too far taken by either the Civilian Production “a Leone sae — be 
: P ° . mae ° i P ‘ ort entra . . 
wong if the estimates of oilheating deal- Administration or the National Housing South Atlantic 10.8 14.3 
ets, reporting for their own communities, Agency since the last issue. Briefly, these E. South Central 2.2 7.0 
are substantially correct (described in the were: = — .; VF 
Qilheating Trends” section of this is- Ordered CPA field offices on May 30 Pacific 20.0 20.3 
sx). The accompanying table shows an to reduce the dollar value of its non-hous- Total Per Cent 100.0 100.0 
application of dealers’ estimated fuel per- 
tntages to the number of homes author- Housing Authorizations to May 31 by Indicated Fuels 
ted to May 31 in various areas of the (Number of Dwelling Units for Sale) 
wip In the South and the West Oil % Gas % Coal % 
other 
* than Pacific Northwest) too few New England 11,337 81 1,400 10 1,259 9 
falers report to consider their experi- Middle Atlantic 26,457 46 22,431 39 8,628 15 
eees r . . Midwest 10,420 10 60,436 58 33,344 32 
* epresentative, so in the table the The South 40.076 28 45,801 32 $7,251 40 
ue percentages for those sections are es- Pacific Northwest 7,173 35 1,025 5 12,295 60 
timated from the Census of 1940, adjust- Balance of West 17,760 20 48,840 55 22,200 25 
td somewhat by perception of trends. U. S. Total 113,223 26 179,933 42 134,977 32 
The strong position of gas in this pic- 
ture is due to several reasons, all relatively Dwelling Units Authorized to May 31 by Price Groups 
* recognized. Homes are small, with $4,499 $4,500 $5,500 $6,500 $7,500 $8,500 $9,500 $10,001 
; or to to t t t t 
Ow heat loss as a result of full insula- Toa Less 5,499 6.499 7,499 8,499 9,499 10,000 More 
tion; 9: New England 13,966 87 1,121 2,34 2 2 
octal nment is decidedly cheaper agaie Atmnae 57386 144k 136 2812 6037 1340 1iiche 19289 2346 
a - North Centr ; : a ; : 4,4 > ’ , 
eam Pit oil, around $150 to $200) oy North Central 29.294 4.477 2.634 4.635 5.942 "£967 "3:808 2344 26) 
e Pe : outh Atlantic ; : é y ; 5 : ,21 0 
hold cheaper. This is important in South Central. 99928 10673-4503. «419315211 30025«T'817«1'609 16 
ldng down the house cost inasmuch as myo Sets HA Ta EG Oe tee 
everyone recognizes that returned service Pacific 87,184  5;690 5,259 8,838 13,104 16,363 18,064 18,285 1,581 
Men canno , TOTAL 428,133 59,781 37,391 52,315 66,344 71,783 63,244 70,190 08 
— t buy homes that cost too much; ic Sa a ee Sh). CO A Oe See ee 
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Modern Dealer Accounting 
Part II. The Whys and Hows of Knowing Where You Stand 


By 
Lionel L. Jacobs 


i OUR LAST ARTICLE we discussed the 


figures of the current month’s operations 
and at the right the accumulated figures 
for the year to date (fiscal or calendar as 
the case may be—in this case a fiscal 


year). 
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| separ 
charg 
{ pense 


that « 


same type and not at all comparable be- # must 
tween different businesses, thus it is read- | conce! 
ily understood that in the heating business ¥ jstrati 
and in most businesses having an installa- || that c 
tion function, the labor is much higher systen 















































Balance Sheet and the information to be The importance of this statement lies and cost of materials lower than in, say, Eve 
obtained from it, by the operator of a in the ease with which it is possible to spot _ the sale of electrical appliances. Likewise, { opera 
business. Next, in our survey comes the unusual conditions and to determine good _in divisions of the same business consider- | expen 
Operating Statement. or bad trends. able variation occurs. It is not hard, there- 4 terial 
The purpose of this statement is to sum- In a business that has for several years fore, to appreciate the difficulty of estab- | wishe: 
marize and group the operations so that maintained the same pattern for its ac- lishing any general ratios and consequent- | (1) 
all related entries come together under counting records, ratios gradually develop ly how important it is for any business to (2) 
their proper groups in predetermined that are most helpful in informing the develop its own yardsticks. 
items to allow the income and direct ex- operator as to the correctness, or perhaps Examining the statement Figure 4, we | (3 
pense or cost of sales and the gross profit better to say the profitableness of his op- _ note that the first column of the Accumu- 
or loss to be readily seen. erations and the division that needs cor- lated Totals is a series of percentages 
Figure 4 is a typical Operating State- rection, if any. which added to the percentage of the gross | No 
ment. It will be noted that this statement These ratios are seldom closely com- profit or loss in the fourth column, equal } the cy 
is in two parts. On the left side appear the parable even in any two businesses of the 100% of the division sales income. to inc 
figures 
The 
Figure 4 Operating Statement Sales 
December 31, 1945 ment— 
DECEMBER ACCUMULATED JUNE 1, 1945—DECEMBER 31, 1945 7%. I 
SALES—MISCELLANEOUS HEATING $21,876.34 $120,937.04 
EQUIPMENT —— 
Cost of Sales 
se gS $ 2,483.74 $14.45 $17,520.78 
SE 22 fat cc ceetwawns os 10,214.00 46.14 56,162.50 
ee err eer rer 3,228.42 14.81 17,947.52 
gna aneiaiere a iaeriapiey 4'463.22 21,389.38 $ 486.96 17.22  20,825:56 112,456.38 $ 8,480.68 
2,347.13 
SALES—MISC. HEAT. EQUIP. 
SUBCONTRACTORS 
Cost of Sales 
Sub-Contractors Charges ........ 73.03 1,734.95 
Commission ........+-...000- 10.48 246.44 1,960.79 386.34 Ad 
c 
7,898.48 Bad 
SALES—INSULATION Banl 
Cost of Sales Car 
BN aS Pkss parton cedevesys 24.09 1,903.14 Cred 
ce pekebewhinevenes 33.12 2,615.68 Dep: 
Dc vor hba'sd 4440020 22.18 1,751.82 Dep 
SEE alt ob disecckiass ves 195.30 195.30  195.30* 43.60 3,444.29 9,714.93 1,816.45* Emp 
30,070.00 Haul 
SALES—INSUL-MASTIC Heat 
Cost of Sales Insui 
EE eh se AWiaSeasce neues 23.92 7,192.10 Lega 
Eh sik Spend ie 0 00 eee 20.39 6,192.05 Ligh 
CN Se ceScbhebannecd ves 14.30 4,300.28 Mair 
WD Gesusiva tees vosaae’ 472.53 472.53  472.53* 33.83 10,173.15 27,857.58 2,212.42 Men: 
46,986.32 95,370.41 Out 
SALES—FUEL OIL Perm 
Cost of Sales Posts 
Fuel Oil Delivered ............ 42,438.68 90.47 86,285.83 Rent 
EE Sakdcchsrenkanwee 807.69 1.36 1,295.72 Rent 
Se vdch tncnovcss ney’ 149.20 43,395.57 3,590.75 ‘92 881.12 88,462.67 6,907.74 Rent 
OTHER INCOME — il Sle 
Discounts on Purchases 135.06 $3,544.94 516.56 $16,687.29 ale 
Stati 
ADMINISTRATIVE AND GENERAL ioe 
Overhead, « .+-++es+eseeeeeeeuees 3, 1220. 13 18,658. 6 ne 
we , RES a eee 00 
Reserve for Bad Debts |. 22222251: 75.00 3,308.97 525.00 19,442.12 tele 
Trav 
NET PROFIT AND/OR LOSS 235.97 — we 
seogemionttents Wag 
Wag 
Wag 
* Loss 
Mien 
48 July 
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Most dealer businesses have several 
| separate operations and it is important to 
| charge to each operation all of the ex- 
{ pense that it incurs, and so we determine 

that every item of expense that can be, 
| must be charged directly to the operation 
concerned. The items charged to Admin- 


ness \ istrative and General Expense being those 


alla- 
vher 
say, 
vise, 
der- 
ere- 
tab- 
ent- 
3S to 
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mu 
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that could be allocated only by a doubtful 
system of proportioning. 
Even the simplest business with one 
* operation can not afford to lump all its 
| expense other than direct labor and ma- 
{ terial into one account if its operator 
| wishes to know such things as— 
} (1) the rent he can afford 
(2) the amount of personnel war- 
ranted by the income 
| (3) the amount he can spend for pro- 


at the expense ratios. Labor is running 
over 14%, whereas it should be around 
12%. This needs further looking into to 
determine the cause (it will be referred to 
later). The cost of materials is steadily 
rising. Commissions, however, are down 
from about 17% average, explained by 
the fact that at August 25th when re- 
strictions were removed only a few sales- 
men were employed and numerous 
“house” sales were made in the early days 
after V.E. Day. 

Direct overhead is up almost 5°%. This 
direct overhead includes many items that 
go up or down, depending on sales vol- 
ume, however, the increase clearly indi- 
cates lack of sufficient sales and whatever 
our analysis of labor costs may show here 
is the specific reason for the lower gross 


it is possible to spot the items that are in- 
creasing and determine on a policy. It 
should be noted that while all unnecessary 
expense items should be eliminated, much 
more can be done in reducing the ratio 
of overhead to sales by increasing sales 
than by cutting expenses. 

Returning to Figure 4, the next divi- 
sion is a sub-division of the first. Sales of 
Miscellaneous Heating Equipment—Sub- 
contractors. Complete jobs subcontracted 
and carrying no direct overhead would 
throw our ratios out, if not separated. 

The division, Sales—Insulation is in- 
teresting. The percentages of all items but 
direct overhead and gross profit are pretty 
well in line. The trouble here is mani- 
festly lack of sales. The facts are that 
with the overwhelming interest develop- 
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motion and advertising, and so profit. ing in heating after V.E. Day, salesmen 
forth Overhead is the bane of the operators could not be induced to give sufficient 
No percentage figures are shown for existence. It would seem that only when effort to Insulation sales, a decision had 
the current month as it is seldom possible everyone is taxed to the limit and many _ to be made whether to put on a separate 
to include in any one month only those __ people yelling about being overworked is sales force selling Insulation exclusively, 
figures belonging to that month. the ratio anywhere near what it should be. or close down the operation. The latter 
The first division of the statement is It needs careful watching and for this course was decided on and some items of 
Sales of Miscellaneous Heating Equip- reason an Overhead Statement ismade up prepaid expense are being written off as 
ment—The gross profit is approximately monthly as shown in Figure 5 from provided for at the time the expense 
7%. It should be around 12%, so we look which, by comparison with other months, occurred. 
Figure 5 Overhead Statement 
December, 1945 
ADMINIS. & MISC. HEATING 
GENERAL EQUIP. INSULATION —INSUL-MASTIC _—FUEL OIL 
Ace. Monthly Acc. ec. Acc. Dec. Acc. Dec. Acc. Dec. Acc. Dec. 
Tota Total Total 1945 Total 1945 Total 1945 Tota 1945 Total 1945 
Advertising ........... $ 246.40 $ 246.40 
Automobile Repairs... |. 229.76 $ 106.25 $ 131.91 $ 22.85$ 28.97 $ 983.40 68.88 
Bad Debts Recovered .... 
Bank Service Charge |... 85.01 16.50 85.01 16.50 
Car Allowance ......-- 844.34 146.00 38.50 5.00 756.34 141.00 $ 49.50 
edit Reports ......... 344.92 32.85 344.92 32.85 
Depr. of Automobiles ... 53.34 7.62 53.34 7.62 
Depr. of Furn. Fixt., Equip. 567.00 81.00 _105.0 15.0 105.00 $ 15.00 357.00 $ 51.00 
Employee Account ...... 434.22 289.05 434.22 289.05 
Gasoline and Oil ....... 996.95 168.25 365.27 73.05 451.16 95.20 42.34 138.18 
Hauling Trash ........ 298.00 28.00 66.00 6.00 23200 22.00 
Re reer 132.27 67.34 49.92 33.67 49.90 33.67 16.23 16.22 
Insurance |... eas 1,486.02 260.44 396.25 65.93 588.60 163.21 147.95 13.35 353.22 17.95 
Legal and Accounting .. . 125.75 17.00 125.75 17.00 
OME cus Rav actaeis Ay 302.69 50.75 75.68 12.68 75.67 12.69 75.67 12.69 75.67 12.69 
Maintenance Fix. & Equip. 1,184.56 101.98 478.47 43.24 95.45 610.64 58.74 
emberships, Dues, Subs. 555.32 45.25. 555.32 © 45.25 
Office Supplies ..2..... 280.47 69.70 280.47 69.70 
t of Town Expense ... 1,869.15 1,869.15 
| ae pepe 607.83 126.00 607.83 126.00 
EE svat hxue ores 712.72 4457 267.10 1457 189.54 15.00 64.54 74.54 $117.00 $ 15.00 
Rent... aca abies 2,850.00 395.00 593.75 76.25 751.25 106.25 743.75 106.25 761.25 25 
Rental—Equipment |... 29252 11.98 29252 11.98 
Rental—Trucks ........ 5,606.30 _ 757.45 3,558.55 630.99 468.02 1,579.73 46 
laries—Management .. . 6,944.56 1,071.99 6,944.56 1,071.99 
Salaries—Office a eer 5,559.3 785.41 5,559.39 785.99 
ales Promotion ....... 863.44 80.5 31.40 282.43 18.00 531.61 80.53 
vice Reserve .. 11... 5,230.90 840.00 4,426.00 $40.00 204.00 600.90 
Small Tools... 2... 1517.31 133.63 1,016.65 133.63 317.61 183.05 
tationery & Printing... 944.02 267.31 396.60 35.2 531.17 232.06 16.25 
Laan 321.00 320.50 321.00 320.50 
uppers, Carfares & Park. 684.50 139.90 34.95 8.40 586.25 131.50 48.00 15.30 
axes—Social Security .. 695.74 116.93 144.22 23.69 383.22 86.66 33.88 55 13442 6.03 
aes, Unemployment 828.64 152.00 171.14 30.79 467.14 112.66 31.04 iy 2 159.32 7.84 
elephone'............ 1,420.17 275.86 373.25 80.51 421.13 114.84 179.82 213.46 26.84 232.51 53.67 
Taining Expense ....... 5.75 3.75 
IN oes sacin cis x 1,781.76 25.00 319.51 25.00 1,462.25 
acation Allowance ..... 
ages—Lost Time ||... 584.33 42.61 142.09 42.61 —‘137.98 304.26 
Sges—Repairs ....... 1,519.96 549.38 1,519.96 549.38 
ages—Stockroom |||. 3'768.60 609.68 2:787.58 516.18 401.08 46.75 579.94 46.75 
ages—Surveys .. 11... 1,206.67 266.67 1164.07 266.67 42.60 
$53,982.28 $8,500.38 $18,658.16 $3,220.13 $20,825.56 $4,463.22 $3,444.29 $195.30 $10,173.15 $472.53 $881.12 $149.20 
ay 














Figure 6 Consolidated Operating Statement 
December, 1945 

December Accumulated 
SALES AND OTHER INCOME 
Miscellaneous Heating Equipment ............. $21,876.34 $120,937.04 
Misc. Heat. Equip. Subcontractors ............... 2,347.13 
NS ES eR A eee 7,898.48 
ET EPROP ae Te ee eee eee 30,070.00 
BOON Sacks cis Fe nee eee ee Oe i 8 ee oe ens 46,986.32 95,370.41 
SPROONIAE: TP RIRSOE oS. 5 5,5. 5.5490 ine 008 Sw ae 135.06 516.56 

$68,997.72 100.00 $257,139.62 100.00 
DIRECT EXPENSE 
Miscellaneous Heating Equipment .............. $21,389.38 97.77 $112,456.36 92.99 
Misc. Heat. Equip. Subcontractors ............... 1,960.79 83.55 
(PI SESES Sig UR (aS SP el Ee Ca a gee 195.30 195.30 9,714.93 123.00 
REE te bce Cones oe eS es big Bee 472.53 472.53 27,857.58 92.64 
EF aie ig i tor gl hale Sie iel eh Munk Oe ele Bs > 43,395.57 92.36 ,462.67 92.76 

$65,452.78 94.86 $240,452.33 93.51 
ADMINISTRATIVE AND GENERAL EXPENSE 
EE RLS > Oe LO ACN Se $ 3,220.13 $ 18,658.16 
SEPERNEND bok cc Svat. os chs ae ee eee be ee Orel 8 13.84 258.96 : 
SORE MEEVEE 5 6) ood en's po alae s op sie/t:a:e 75.00 525.00 

$ 3,308.97 4.80 $ 19,442.12 7.56 

TOTAL TRANGPERRED ..onis cs cec cess 235.97 .34 2,754.83* 1.07* 
* Loss 








Sales—Insul-Mastic—The accumulated 
figures show that the division is produc- 
ing an average gross and helping to carry 
a substantial part of the overhead. Being 
seasonal and no outside work being done 
in December or January the current 
month’s figures show a small loss, again 
consisting of the amortization of prepaid 
expense. 

Sales—Fuel Oil—This item needs no 
comment, the figures speak for them- 
selves. 

The items, Discounts (under other in- 
come) and Interest (under A. & G. Ex- 
pense) show that minor borrowings from 
the bank are profitable when used to take 
cash discounts. In a reasonable business 
there are times of inventory accumulation 
that pull down cash reserves and then the 
bank plays an important part. 

Administrative and General Expense— 
Herein is the overhead that could not be 
allocated. The figures are contained in the 
Overhead Statement, Figure 5, and any 
item can be examined in detail as may 
seem advisable. 

In this period A. & G. Expense is run- 
ning around 7//,% against an average be- 
tween 5% and 6% and this, with steadily 
rising costs and sales restricted by lack of 
product, is not surprising. 

To obtain a broad overall picture of the 
business a Consolidated Operating State- 
ment is most helpful, figure 6 shows the 
consolidation of the Operating Statement 
figure 4. 

Here we see at once that most divisions 
of the business are yielding about 8% 
gross (with 12% as a target), that Insula- 
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tion needs action, and above all, that profit 
can only come with more sales. 

It is about what could be expected of a 
business moving out for expanded opera- 
tions after being under wraps for several 
years. 

At this point the operator must feel 
reasonably sure of his ability to expand 
or proceed to cut his expense to meet his 
income. 

In our final article we will give some 
thought to books of original entry, and to 
certain records that help to keep us posted 
on how things are going. 
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Canadian Priorities Given 
Oilburner Manufacturers 


CRITICAL CONDITIONS in the coal supply 
situation in Canada have thrown the onus 
for supplying heat to Canadian house- 
holds next winter largely on the oilheat- 
ing industry. Shortages are due to the 
U. S. coal strike, followed by the short- 
lived rail strike, and capped by a strike of 
seamen which tied up practically all coal- 
carrying vessels on the Great Lakes. So 
grave is the fuel outlook that the Hon. C. 
D. Howe, Minister of Reconstruction, has 
warned: “I think anyone who interjects 
any note of optimism into the present fuel 
situation is misleading the people.” 

Emphasizing the need for switching as 
many households as possible to oilheating, 
Mr. Howe said steps have been taken to 
increase fueloil supplies, and some prog- 
ress has been made. At most, he said, this 
fueloil would be equal to no more than 
one to two million tons of coal. 


July 


The Reconstruction Department is giv- 
ing steel priorities to oilburner manufac. 
turers, hoping that enough equipment 
will be made this summer to provide for 
the use of oil equivalent to 600,000 tons 
of coal. They are shooting for 60,000 oil- 
burners, and every effort is being made 
to get that much oilburner production. 

It is estimated that this burner produc- 
tion will require 20,000 tons of steel plate 
(estimate evidently includes tank) and 
as none has been imported recently from 
the U. S., this will mean the entire out. 
put of the Hamilton, Ont., steel mills for 
six weeks, at a time when Canadian steel 
tonnage has been cut back in other mills. 
Tank installation has been limited to one 
of 250-gal. capacity in any home where, 
annual oil consumption is 2,000 gals. of 
fueloil or less. 

Canadian householders are turning to 
oilheating, and becoming alarmed at the 
pessimistic fuel outlook painted by public 
officials. Mr. Howe recently issued an 
order limiting dealer and consumer to a 
delivery of no more than 60% of his nor- 
mal requirements of the preferred classes 
of coal, defined as Class A fuel. The con- 
sumer may accept an additional 20% of 
his normal requirements in other coals. It 
has been indicated that fueloil price ceil- 
ings may be raised to encourage produc- 
tion. 

Oilburner sales have increased in Can- 
ada far beyond the visible supply. Most 
burners now available are imported from 
the U. S. as parts and assembled in Can: 
ada, but a number of American manufac 
turers are reported to be opening branches 
in the Dominion to provide additional 
manufacturing facilities. A number of 
Canadian manufacturers also have started 
producing burners in recent months, but 
they are dependent mostly on U. S. manw 
facturers of parts and accessories, and are 
limited by the same shortages that are 
hampering U. S. production. 

The feeling is held in many Canadian 
quarters that the overall fuel situation 
will be greatly eased when full scale coal 
production has been resumed in U. S. 


mines. 
© 


William T. Gunn, Yonkers, N. Y. 
who is employed by the Texas Company, 
has been named a director of the Division 
of Refining of the American Petroleum 
Institute, succeeding Dr. R. P. Anderson, 
resigned. 
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HERE’S THE WAY TO 





SELL IT AT A PROFIT 





DETROIT FLOAT VA 


LVE EQUIPPED UNITS 








Homes, new and old—stores—small churches 
—small meeting halls—all are.in the market for 
oil heat in the smaller package units. Oil heat 
is clean and reliable—and at the same time 
economical. It sells. 


“Detroit” Float Valve equipped space heaters, 
furnaces, ranges, and water heaters are the 
package units which meet needs of the big 
mass market. They are moderate in first cost— 
economical fo use. 
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“Detroit” H 
Float Valve 


“Detroit” Valves have stood high in industry 
favor for 20 years. They are simple, extremely 
reliable—long lasting. Servicing is confined to 
an easy cleaning and adjusting operation. 


Be sure they're on the heaters you plan to sell— 
they are evidence of quality. 
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Psychology Helps Business 


More and More Companies Test Applicants. Before Hiring 


By 
William S. Maulsby* 


ee ARE THE EMPLOYER. Several per- 
sons are applying to you the same day for 
a job. Two vacancies exist. It’ makes no 
difference whether the job is stenogra- 
pher, lathe hand, salesman, or what. You 
have a number of applicants, and you 
employ two of them on the same day. The 
two you employ have the kind of experi- 
ence the job calls for. They come from 
the right side of the railroad tracks. They 
look you in the eye the right way. Their 
voices are all right. They have good refer- 
ences. A doctor tells you they are in good 
health. They both look fine. You employ 
both of them. 

Six months later, one of them is not 
working for you any more. Maybe in- 
stead of six months, it is three months. 
Maybe it is a year. But what happened 
was that of the two applicants that looked 
right to you only one of them actually 
was right. One of them could do the job 
and liked to do it. The other one was un- 
fitted for the job, and everyone concerned 
knew it within a few months—or perhaps 
a year. You made some money on the one 
who made good. You lost on the one who 
did not make good. . 

Is this an isolated instance? Not for 
most businesses. In fact, for many- busi- 
nesses, the error is in saying one out of 
two new employees makes good. For many 
firms, one out of three or four, or even 
more, would be more nearly right. 

What is the reason employers seem to 
have “bad luck” in selecting employees? 

To answer a question of this sort, we 
had better go back to the beginning. What 
are the requirements for success in a job 
—whether the job is stenographer, lathe 
hand, salesman, or something else? That 
is easy: The successful employee must fit 
the job. 

This is an important point. When you 
tell a new employee, “This job is what- 
ever you want to make it,” that is not 





*Assistant Director, The Klein Institute for 
Aptitude Testing, Inc., New York. 
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quite right. The job is not likely to change 
—no matter what the employee wants. 
If the employee does not fit the job, there 
is almost no chance whatever to make the 
job fit the employee. It is true that, if an 
employee does fit a job, the employee may 
be able to do the job so well that the sky 
is the limit to the height of the stack of 
dollars he is paid twice a month. But, if 
the employee does not fit the job, there is 
only one practical answer: Let’s get an- 
other employee. We can’t change the job. 

Now, the requirements for any job— 
the traits that must be possessed by the 
successful employee—can be considered 
as coming under three heads: Back- 
ground, outer, and inner. Background 
traits cover such points as education, ex- 
perience, and other biographical data. 
The prospective employer can learn the 
truth about significant background items 
in an interview or two, and from informa- 
tion the applicant gives or. an application 
form. 


Surface Appearances 


Outer traits are as easily ascertained. 
As soon as the applicant steps in the room 
—or within a few minutes thereafter— 
the employer knows what he looks like, 
how he talks, how he shakes hands, and 
other similar physical details. 

Do you often hear of an applicant fail- 
ing to make good because he turned out 
to be not so tall as he looked when he was 
interviewed, or because a pleasant voice 
during an interview turned out to be an 
unpleasant voice after he began work? 

It is not usually a misfit in outer quali- 
ties or background qualities that makes 
for non-success in a job. The failures, al- 
most without exception, come because 
the new employee does not have the inner 
traits necessary for success. The employer 
may think he has checked these inner 
traits, or it may be that it does not occur 
to him that certain inner traits are needed 
in his job. But, whatever the reason, if 
you will review the history of unsuccess- 
ful employees that you have known, you 
are almost sure to find that they failed 
because they lacked certain necessary 
inner traits. 


Many of these inner traits are measur- 
able by standard psychological tests. And 
that is where psychology can help busi- 
ness—by measuring inner traits before an 
applicant is a new employee. 

Most business firms, before they are 
willing to use psychological tests on ap- 
plicants, insist on trying them first on 
some of their presently-employed person- 
nel. They feel that if the tests can disclose 
the inner qualities of individuals they 
know well, the tests can probably be 
equally successful on applicants. When 
you learn, then, that some business firm 
is using psychological aptitude tests on 
applicants for jobs, you can be reasonably 
sure that the same firm has “tested the 
tests” and has found them reasonably ac- 
curate. 


Measure Four Traits 


Psychological tests measure four kinds 
of inner traits: Interests, Aptitudes, Per- 
sonality Traits, and Mental Ability. 

Anyone who stops to think for only a 
moment knows that an individual is un- 
likely to be successful at any job in which 
he is not genuinely interested. But, even 
without thinking, anyone knows that no 
applicant is going to admit he is not in- 
terested in the job for which he is apply- 
ing. The psychologists, however, have 
tests to discover real interests—major suc- 
cess interests, they call them. A typical 
test of this sort asks several hundred ques- 
tions about whether you like to swim, to 
dance, to go to the movies, to read books; 
whether you like fat people, thin ones, 
tall ones, short ones; whether you would 
rather be the motorman or the conductor, 
the engineer or the fireman; which sub- 
jects you liked in school, which ones you 
disliked; and many other questions that 
do not seem to have any particular bear- 
ing on the job that is under discussion. 

But those same questions have been 
asked hundreds of persons who are en- 
gaged in the job in which you are inter- 
ested. The pattern of their answers 1s 
known. If an applicant follows the same 
pattern, there is at least a strong indica- 
tion that he will like the same job these 
other persons like. When answers on this 
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HE prospective oil burner dealer, who 

is debating which line of oil heating 
equipment he should handle during the 
coming years, will do well to consider 
these two important questions: 


Silent Glow products enjoy nation-wide 
public acceptance because they are recog- 
nized as being unsurpassed for purposes 








‘Two Important 
Considerations 


FOR THE PROSPECTIVE OIL BURNER DEALER 






of heating, cooking, or processing. For 
more than twenty-three years, both in war 
and peace, the name Silent Glow has been 
a watchword of fine workmanship, depend- 
ability, and progress in the oil heating 
field. This established acceptance and con- 
fidence make it easy to sell Silent Glow. 


And, the 1,600 oil burner dealers, who al- 
ready hold Silent Glow franchises, know 
from experience that—when they sell a 
Silent Glow burner—their profit will not 
be wiped out by costly and time-consum- 
ing service calls and repairs. The many 
designs and features incorporated in Silent 
Glow burners not only eliminate the need 
for frequent servicing but, whenever such 
work is necessary, they aid in doing the 
job quickly and inexpensively. 


If you would like to learn more about Si- 
lent Glow products and the franchise sys- 
tem under which they are distributed, let 
us hear from you without delay. 









































test are integrated with answers to ques- 
tions on other tests, the psychologist is 
quite sure that he knows the real interests 
of the person he is testing. 

Aptitudes can be tested, too—even ap- 
titudes seemingly as difficult to measure as 
sales sense. One test of this sort poses a 
number of sales situations—few of which 
would have been encountered in real life 
by any applicant. Individuals with good 
sales sense “guess” more right answers 
than do the ones without good sales sense. 

By the way, any standard psychological 
test not only is checked beforehand on 
persons who are known to possess the 
qualities it is designed to measure; but the 
tests, in addition, are checked on begin- 
ners. That is, the future records of hun- 
dreds of inexperienced persons who took 
the tests have been observed. Students in 
medical school, for example, show by their 
continuance in their profession that the 
scores they made on tests they took in 
school were valid scores. 


Problems of Adversity 


The personality traits measured by 
psychological tests include significant 
characteristics an employer would like to 
know. For a salesman, for instance, the 
tests measure whether he can “take” the 
turndowns that are bound to come much 
more frequently than the orders. They 
measure his dominance, his aggressive- 
ness, his self-reliance, his sense of humor. 
They measure whether or not he is train- 
able. 

Mental ability tests measure speed, ac- 
curacy, and capacity of thinking—factors 
that for some positions made a good deal 
of difference. 

Curiously enough, it is not the psy- 
chologists who make the most extravagant 
claims for what psychological tests can do 
to help business. It is the businessmen 
themselves. If sufficiently pressed to say 
something specific, psychologists might 
say, “The use of tests to supplement your 
own judgment should improve your abil- 
ity to select the right man the first time.” 

Most of the business users of aptitude 
testing, however, have not this scholarly 
caution. Some of them tell their favorite 
consultant that his psychologists have been 
right in such proportions as 53 times out 
of 55, or 26 out of 28. Many of them 
quote a figure near 70%. 

One of the wisest of them, however, 
puts it this way: “If aptitude testing im- 
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proves our operation by even 5%, that is 
quite satisfactory.” 

Psychological testing procedures are 
helpful to business not only in employing 
applicants but also in upgrading presently 
employed personnel. Who are the right 
men to promote to foreman? Which girls 
should be made supervisors? Which sales- 
man should be the next branch manager? 
Which department head can do the work 
of a vice president? 

Psychological procedures can find out 
the answers to questions like these—not 
always, of course; but more times than 
the right answers would appear under or- 
dinary methods. _, 

The point about promotions is that the 
new job calls for some qualities that were 
not needed at all in the present job, or 
that were needed to a much lesser degree. 
Take sales sense, for example. A sales- 
man needs some sales sense; but he can 
be a star salesman and still not have as 
much sales sense as is necessary for a sales 
manager. The sales manager—even if he 
has only two or three salesmen under him 
—has to have enough sales sense to en- 
able him to help even star salesmen solve 
their sales problems. On the other hand, 
the sales manager does not need to be so 
interested in his own personal selling as 
is the salesman. After all, the sales man- 
ager does other things. If he is too much 
interested in his own personal selling, he 
is likely to spend too much of his time in 
personal selling instead of spending it to 
develop his sales force. 


Measure All Values 


The report made by the testing organ- 
ization to the employer describes the 
strong points and the weak points of the 
individual who has been tested. If the in- 
dividual is an applicant for a position, 
these strengths and weaknesses are meas- 
ured against the requirements of the job 
for which he is being considered. If the 
person tested is already on the staff of the 
employer, the strengths and weaknesses 
are evaluated with respect to the kind of 
work for which the individual seems best 
fitted. Both kinds of reports are full of 
clues for handling the individual to make 
best use of his potentials. 

A fairly complete list of the sorts of 
services a business firm could get from a 
consulting organization that specializes in 
psychological tests and related statistical 
procedures would include: 
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1. Help in improving the selection and 
upgrading of factory, office, sales, and 
supervisory and executive personnel. In 
some instances a standard procedure is 
used; in others, tailor-made tests are de- 
vised. For some companies tests can be 
selected or developed that can be admin- 
istered, scored, and interpreted by the 
company’s own clerical employees. Help 
is given to improve the application form 
and interviewing procedure. 

2. Appraisal and development of ex- 
ecutive personnel. Tests and personal 
counseling show individual executives 
how to get better results from their sub- 
ordinates, how to work better with their 
superiors, and how to develop better 
teamwork within the organization. 

3. Morale studies to locate unhealthy 
situations and to assist in developing 
corrective measures to change them. 

4. Vocational guidance to help an in- 
dividual get a clearer insight into his own 
strengths and weaknesses, and thus to set 
up ultimate goals for himself and to deter- 
mine on the first steps leading to those 
goals. 


© 
California 1945 Oil 


Production Is Higher 


CRUDE PETROLEUM produced in Cali- 
fornia during 1945 amounted to 328,- 
262,400 barrels, valued at $342,756,767 
at the well. This is the largest annual 
yield of crude oil ever reported in this 
State although the 1926 value exceeded 
that of 1945. The 1944 output was 311,- 
717,804 barrels, worth $330,659,802. 
The totals of quantity are compiled from 
monthly reports filed by the operators 
with the State Oil and Gas Supervisor. 
Such major petroleum producing coun- 
ties as Kern, Orange, Santa Barbara, and 
Ventura showed an increase in output in 
1945 over that of 1944, with other coun- 
ties showing a decline, although the value 
of Fresno County was higher. Kern 
County led all others, passing Los An- 
geles County which outranked Kern from 
1923, to 1943 inclusive. 

There were 538,273,934 M. cu. ft. of 
natural gas, worth $35,362,313, pro- 
duced and utilized (sold or used) in Cali- 
fornia, compared with 467,743,258 M. 
cubic feet, valued at $31,797,418 in 1944. 
The 1945 output of utilized natural gas 
is the largest annual yield on record in 
this State. 





























WEBSTER ELECTRIC FUEL UNITS 


In today’s planning of new products or in selecting replacement parts for re- 
pairs, it will pay you to choose Webster Electric Fuel Units. They are quiet 
running and prove easy to service. The mounting features are simple—they 
have a quick cut-off. Lubricated outboard seal bearing is another built-in 
feature. Their design is correct; their manufacture is skillfully and carefully 
carried out. Add to these features their outstanding performance record and 
you have good sound reasons for specifying Webster Electric Fuel Units. 


WEBSTER ELECTRIC IGNITION TRANSFORMERS 


The Webster Electric Transformer is manufactured with care. Balanced wind- 
ings and correct insulation are important parts of construction. The finished 


transformer gives dependable, instant starting. Webster Electric Transformers 
are built to be interchangeable—they are of small efficient size—they are 
equipped with convenient primary connections. The fact that they have proved 
dependable in the field merits their consideration and use for new equipment 


and repair. 


“a 
WEBSTER ELECTRIC $ 


hermoadrive 


Thermodrive is designed to regulate the fan speed in a forced warm air heating system so 
as to give more even room temperatures, along with more economical heating performance. 


Thermodrive automatically increases fan speed as bonnet temperature increases. Speed in- 
creases can be as much as 65 percent from low to high. The off-cycle operation is reversed, 
and fan continues at decreasing speeds until cut-out temperature on bonnet control is reached. 


A warm air “sample” is continuously drawn from the bonnet and discharged over a ther- 
mostatic bellows, which in turn actuates a sliding sheave of a split pulley. This changes its 
effective diameter and results in either increased or decreased speed of the fan. 


Get full information by writing Webster Electric Company, Racine, Wisconsin. 
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Establish Joint Committee 
for Oilheating the Veterans 


Te FIRST MEETING of the Joint Oil 
Heat Committee on Veterans’ Housing 
took place at New York’s Pennsylvania 
Hotel on June 26, under the chairmanship 
of W. A. Matheson, president of OHI. 
The committee is an outgrowth of a reso- 
lution passed at the Philadelphia Conven- 
tion in April, through which the industry 
expressed its intent to Wilson Wyatt, 
National Housing Expeditor, to do all 
possible to back the Veterans’ Program. 

The committee membership of 22 in- 
dividuals will be named in a subsequent 
issue of the magazine. The list is tem- 
porarily withheld pending legal depart- 
ment clearance for some of the major oil 
company men to serve. Included on the 
Committee is an approximate balance of 
oilheating equipment manufacturers (in- 
cluding boiler and furnace men), large re- 
tail marketers of fueloil and burners, and 
major oil company representatives. In ad- 
dition, A. E. Hess, managing director of 
OHI, is secretary of the Committee and 
Robert Gray, of FUELom & Om HEart, is 
a member in the capacity of analyst. 

At the meeting, J. H. Hart of the Me- 
chanical Equipment Section of the Fed- 
eral Housing Administration at Wash- 
ington, explained to the group the Fed- 
eral Housing Administration status at the 
present time in the, Housing Program. 
Mr. Hart stated that the housing situa- 
tion is of a nature which will require the 
careful planning and production of all 
branches of the heating industry and the 
use of all types of fuels in order to guar- 
antee the total building result which the 
Government is striving to attain with the 
aid of private industry. The Federal 
Housing Administration contemplates the 
use of many pre-fabricated houses as well 
as those which will be produced under 
builder programs. All houses will be low 
heat loss type having insulation. Space 
limitation, for the installation of equip- 
ment, will be a factor for consideration 
and study and pre-fabricated housing par- 
ticularly indicates a choice for automatic 
heating. Mr. Hart stated that the Federal 
Housing Administration plans careful in- 
spection on those houses which the agency 
will insure and he suggested that insofar 
as possible, new equipment intended for 


use in Veterans’ houses should comply, 
for acceptance, with commercial stand- 
ards already in effect and understood by 
the various branches of the heating in- 
dustry. Mr. Hart stated that the Federal 
Housing Administration already holds 
mortgages on hundreds of thousands of 
homes which have been equipped with 
oilheating facilities which have proven 
satisfactory. He pointed out, however, 
that space limitations in the new home 
planning may indicate that equipment 
which has been supplied in the past will 
be excess in capacity as well as in physical 
size, and some engineering changes prob- 
ably are an immediate necessity. 

Robert Gray provided information on 
the location of 429,491 housing units 
which have been authorized by the Gov- 
ernment up to May 31. Mr. Gray’s fig- 
ures, developed at Washington, showed 
that 57,516 houses are authorized in the 
Middle Atlantic area. A partial break- 
down of this figure showed 16,330 in the 
New York City area; 5,083 Buffalo; 1,- 
650 Albany; and 11,462 Newark. Ap- 
proximately 35% of the houses will sell 
for $6,500 and under, with a minimum 
sale price of $5,000. Mr. Gray said the 
record indicates that housing authoriza- 
tions, in the period covered, are approxi- 
mately the same in the Middle Atlantic, 
East-North Central, and South Atlantic 
States, with the New England States seek- 
ing only approximately 25% of the au- 
thorizations granted in the above three 
areas. Authorizations for construction are 
being granted at an increasing rate now 
as compared to the first five months of the 
year. 

He then developed the fact that at 
Washington the record indicates a mini- 
mum of 20% of new housing will favor 
automatic oil-heating and if other field 
surveys are borne out, that minimum fig- 
ure can increase appreciably. Fueloil men 
present at the meeting indicated that there 
was no doubt that the fueloil industry 
could take care of the new housing re- 
quirements in the grades of oil needed, 
in an entirely satisfactory and economi- 
cal manner and they made the point that 
the fueloil industry has never in its his- 
tory failed to meet the requirements 





which have been imposed upon it. 


As a result of the facts developed at the 
meeting in connection with engineering 
requirements and equipment, the Chair- 
man referred the necessary equipment en- 
gineering study to the Engineering Com- 
mittee of the Oil-Heat Institute, Frank 
H. Faust, General Electric Company, 
Bloomfield, N. J., Chairman. 

Mr. Matheson speaking at the conclu- 
sion of the four-hour session, stated, ““This 
Committee has here today engaged in im- 
portant and basic considerations in con- 
nection with the oil-heating industry’s 
part in the success of a housing program 
which will not fail. It has become a com- 
mon practice to refer to this Veterans’ 
Building Program as a G.I. housing pro- 
gram, but I think that it is in actuality a 
pattern for an American housing pro- 
gram because the G.I. is the average 
American, both in desires and earning ca- 
pacity. It would be a mistake to assume 
that the plans for our industry, which 
have been under consideration here to- 
day, are plans which will be greatly 
changed at the conclusion of the Vet- 
erans’ housing task. The style of home, 
and the needs of the people who will 
eventually live in these homes, it seems to 
me, will change very little as this hous- 
ing program goes on over the planned 
period into a total of something in excess 
of 12,000,000 homes. There’s a civilian 
housing need which can be met with the 
same types of homes and equipment going 
in them. For months the oil-heating indus- 
try has based its future plans on the ex- 
pectation of doubling the present oil-heat- 
ing installations by the end of the first five 
post war years. That would mean ap- 
proximately 5,000,000 installations in 
use. The figures and facts developed to- 
day make it appear that the requirements 
have been underestimated by about a mil- 
lion installations and it’s not improbable 
at all that we will have 6,000,000 instal- 
lations operating at the end of the first 
five post war years. The industry has no 
small task before it and the Joint Oil-Heat 
Committee has here today started the 
planning required to satisfy the need. All 
branches of our industry were repre- 
sented in this meeting and they are all 
vitally interested in Veterans’ Housing. 
The first steps, in connection with indus- 
try engineering, have been determined. 
We will go on from there as rapidly as 
possible.” 
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K- MANUFACTURING integrity ...a code that for twenty years 

‘A has helped Century Engineering Corporation produce the 

Je 

o kind of oil-fired heating equipment you can sell with confidence. 

n The unseen benefits attained by using the finest materials avail- 

¢ able and precision manufacturing methods assure many years of 

ts 

|- dependable service. You offer your customers top-quality mer- BOILER BURNER UNIT 

le chandise with Century products. Service costs are reduced and 

: customer satisfaction increased when you install dependable 

0 Century equipment. 

t Century has hundreds of ua- 
e solicited testimonials from satis- 
i 


and.low maintenance costs. 


fied users. That satisfaction is 
your assurance that Century con- 
tinues to stress dependable service 


CEDAR RAPIDS, IOWA 


OIL BURNERS BOILER-BURNER UNITS WARM AIR FURNACES 
HUMIDIFIERS WATER HEATERS AIR CONDITIONING 
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Wyatt Writes Praise 
Of OHI Housing Plan 


WILSON W. WYATT, administrator of the 
National Housing Agency, has expressed 
his appreciation for the work planned by 
Oil Heat Institute to provide oilburners 
for the veterans’ housing program. In a 
letter to President Matheson, Mr. Wyatt 
says: 

“I greatly appreciate the cooperation of 
the National Oil-Heat Institute in carry- 
ing forward the Veterans Emergency 
Housing Program. You can be sure that 


the National Housing Agency will give 
full assistance in your efforts to serve vet- 
erans and their families in this critical 
emergency. 

“I am deeply interested in your plan 
for a general industry committee to find 
means of providing equipment for vet- 
erans’ housing at a cost within the means 
of those of average income. It seems to me 
that this type of cooperative action is 
something that is needed in many indus- 
tries if we are to achieve our housing 
goals. 

“TI am bringing this letter to the atten- 









We've been able to obtain a limited num- 
ber of lenses which will permit you to 
look right into the center of the flame 
to see how the oil burns—while at the 
same time protecting your eyes against the 
injurious rays of the fire box. You can 
now observe and check the fire for black 
streaks, ragged ends, uneven or torch-type 
flame, smoky tips, “cold fire” and then 
make the necessary adjustments. 


This will also enable you to check the 


SPECIAL 
COMBUSTION TRIAL OFFER 


| "Combustion XRAY Lens" porn 
1 Quart KLEEN-FLO 70S $1.50 


A case of KLEEN-FLO at 
F R e e R dealer price and a “Combustion 
oO e F E XRAY Lens” free of extra cost 


COMBUSTION 


UTILITIES CORPORATION 


NEW YORK 18, N. Y. 


1451 BROADWAY 
New England Distributor 

ALLIED APPLIANCE COMPANY 

111 Berkeley Street 
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“COMBUSTION 
XRAY LENS” 
To Check OIL FIRES! 


Boston 16, Mass. 


Look 


INTO THE 


FLAME 


WITH A 


claims that we've been making for 
KLEEN-FLO. A real “before and after” 
test. First observe the fire as is—then add 
KLEEN-FLO to the tank as instructed— 
24 hours later look again through the 
“Combustion XRAY Lens.” You should 
notice a definite improvement—a bright, 
hot fire, clean tips, elimination of black 
streaks and ragged ends—a clean, steady 
and more efficient oil fire. Take advan- 
tage of our special offers listed below— 


TODAY. 














tion of the officials in National Housing 
Agency concerned with providing needed 
equipment at reasonable cost for our pro- 
gram. I know that they will take full ad- 
vantage of the opportunity of working 
with your committee. 

“T note your statement that your com- 
pany has decided ‘to contribute engineer- 
ing knowledge and development in return 
for similar assistance which we might ob- 
tain from others in the industry so that 
we might effectively meet the challenge 
the housing program has placed before 
us.” This seems to me to be deserving of 
the highest commendation.” 


© 


Fractional Motor Prices Up; 

Burner Problem Unsolved 
UNDER ORDER 264 of RMPR 136, OPA 
on May 13 raised sharply the prices of 
virtually all electric motors, including 
fractional horsepower. The rise on small 
motors is 27% from the prewar base pe- 
riod, and the 9% increase of last winter 
is included in the 27%. There is not too 
much hope, however, that this increase 
will help to get more oilburner motors 
for the simple reason that burner motors 
were underpriced in relation to other mo- 
tors; thus when they all get a raise the 
oilburner motors are still less desirable to 
make. With only limited quantities of 
copper and electric steel coming to the 
motor manufacturers they naturally favor 
the more profitable items. 


© 


Steel Boiler Price 

Increased Again 
PRICE CEILINGS FOR manufacturers and 
distributors of low pressure steel boilers 
were raised, effective June 5, 1946, to a 
total of 23% above the October 1941, 
level, OPA has announced. The new in- 
crease together with the 14% increase 
authorized by OPA on February 10, 
1946, brings boiler prices to the 23% 
level. 

This increase was granted to assure 
manufacturers base period profits after 
recent wage and materials cost increases 
reduced their margins. Materials costs 
rose almost 18% and labor about 48% 
over the October, 1941, levels, OPA 
points out. The present price levels are 
designed to give the industry the same 
profit factor as it realized during the base 
period of 1936-1939. 
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A MERE DROP IN 


70 G.P.M. capacity for factory 
washrooms and industrial processes. 


You can get up to 35 gallons of hot water a minute in home 
installations of General Tankless Water Heaters. No storage 
tank required. Space-saving, money-saving, easy-to-install, 
General Heaters use boiler water to give an instantaneous 
supply of hot water . . . continuous, pure and rust-free. No 
complicated piping to waste heat. No long waiting for a 
tank to re-heat. For more hot water at lower cost, specify 
General Tankless Heaters. Catalog 16 gives full details. 
General Fittings Co., 125 Georgia Ave., Providence, R. I. 


GENERAL 
MIXING VALVE 


>) LY 5 a 
IW \GENERAL + | . 
[TANKLESS ’ 
A, HEATER 


TANKLESS WATER HEATERS 
Also Tank-Type Water Heaters * Thermostatic Mixing Valves 
Water-Hammer Silencers * Live-Steam Heaters 
Coil-Heated Tanks * Pipe Unions : 


























Fueloil Men Direct 
Frozen Food Group 


SEVERAL FUELOIL MEN recently were 
elected officers and directors of United 
Frozen Food Distributors, Inc., New 
York, a recently formed company to sell 
cabinets and frozen food to consumers. 
R. F. Horan, widely known in the fuel- 
oil industry as the moving force in the 
original organization of the Distribution 
Division of Oil Heat Institute and an “old 
timer” in the oilburner trade, was re- 
elected president of the frozen food or- 





ganization. R. S. Blazer, vice president of 
Cleveland’s Allied Oil Company, Inc., 
serves in the same capacity in United, and 
the other vice president, Robert F. Doe- 
pel, president of Braun Bros. Oil Co. of 
Chicago, is equally well known to the oil 
trade. William D. Baskett, Jr., of Allied 
Oil Company, Inc., serves as Treasurer; 
and David Wepman, formerly with Gen- 
eral Electric’s Heating Division, and with 
Automatic Burning Corporation, is Sec- 
retary. 

The Board of Directors, too, represent 
some outstanding fueloil organizations. In 








HERCO Built-in Kfhiciency 


ASSURES YOU LASTING PROFITS 





FOR profits that last, wise dealers are selling oil burn- 

ers that give lasting performance. Herco’s built-in 
efficiency—every part carefully engineered and in per- 
fect alignment—protects you against constant service 
calls that “eat-up” your profit. The HERCO name itself 
is your guarantee of a better burner 
in a Herco means simplicity in design—easy accessibility 
—sturdy, efficient construction and incomparable fuel 


economy ! 








Western States Representative: 
Harold Winningham & Company 
Main Office: 

1112 Second St., Seattle, Washington 


Branches In: 
San Francisco, Los Angeles, Salt Lake 
City, Denver and El Paso. 





HERCO OIL BURNER CORPORATION - LANCASTER, PA. 





... for the quality 


HERCO 


The Oil- Thrifty 
OIL BURNER 











addition to Messrs. Horan, Blazer, Doe- 
pel, and Baskett, the fueloil trade is rep- 
resented by Congressman Hadwen C. 
Fuller of Parish Oil Company, Parish, 
New York; and John, E. Henry, of Capi- 
tol City Automatic Heating Corporation, 
Albany, New York. Edward F. Mar- 
quard, widely known as Allied’s Operat- 
ing Retail Manager in Cleveland, also 
serves on the Board of Directors. 

A number of cooperative committees, 
representing many of the company’s dis- 
ttibutors, were also elected, and this list 
includes such widely known oil firms as 
Grifith Consumers Company, of Wash- 
ington, D. C.; Burrell Oil & Air Condi- 
tioning Corp., of Harrison, New York; 
and Northern Controlled Heat Company, 
of Watertown, New York; and others. 


© 
U. S. Department of Labor 
Fueloil Prices April 


FIELD INVESTIGATORS for the Department 
of Labor monthly check prices of princi- 
pal fuels in several cities in each section 
of the country. Getting retail quotations 
from various suppliers in each market, the 
prices are averaged and published. Those 
in the table that follow were taken April 
15 (cents per gallon) : 


Range No.1 No.2 No. 3 
Boston 9.54 9.40 8.10 8.10 
Bridgeport 9.30 ... 7.92... 
Fall River ... 8.40 
Manchester 10.10 8.80 
New Haven 9.30 ... 8.00 
Portland, Me. 9.20 9.10 8.00 
Providence 9.30 9.22 8.10 
Baltimore ... 8.85 8.00 ... 
Buffalo 9.90 9.90 9.00 9.00 
Newark si 9.00 8.00 8.00 
*New York se | uAOG: x06 
Philadelphia ... 8.99 7.95 7.92 
Rochester 10.00 10.00 8.70 8.70 
Washington ... 9.30 8.36 ... 
**Chicago 8.47 7.89 7.88 7.89 
oF FOYER orsitise LOO Ook) v8 
***Detroit ... 8.96. 8.45 7.93 
**Des Moines ... 8.77 8.26 8.26 
Milwaukee 8.88 8.83 8.38 8.33 
Minneapolis 8.90 8.80 8.34 8.36 
Omaha ... 8.60 8.10 8.10 
**St. Louis 8.98 -8.34 8.06 8.06 
St. Paul 8.80 8.80 8.40 8.45 
***New Orleans O04 “742 T.t2 
Mostolk’~ <..7°°9500 “SO ... 
Richmond... 9.30 8.00 
** Denver 9.18 7.65 
Portland, Ore. 8.05 7.05 
*** Seattle Ho Mey iP 74 


*Price includes 1% sales tax. 
**Price includes 2% sales tax. 
***Price include 3% sales tax. 
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HEATING PLANT 


FOR 
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Shows Little Change 
In Milwaukee Fuels 


THE 1946 EDITION of the Milwaukee 
Journal’s annual Consumer Analysis 
shows little change in the relative use of 
the three principal fuels for home heat- 
ing. The survey this year was compiled 
from 7,000 questionnaires representing 
3% of the families in the Greater Mil- 
waukee area. These questionnaires were 
returned in person to the Journal, and 
checked for completeness and accuracy by 
staff members. It has been found that re- 
turns greater than 3'% of the total fami- 
lies does not materially change the results. 
A shopping bag filled with well known 
household products was presented to each 
person who returned a questionnaire. 

Returns this year indicated that 86% 
of the families heat with coal or coke; 
12.4% with oil, and 2.1% with gas. This 
represents a slight gain for gas during the 
last year at the expense of coal and oil. 
The trend for recent years is shown in the 
following table: 


Oil Coal and Coke Gas 
J No. 0 No. % No. 
1946..12.4 28,314 86.0 196,879 2.1 4,830 
1945..12.8 29,201 87.1 198,279 1.8 4,052 
1943..10.7 23,384 86.4 188,704 1.9 4,083 


There is no break-down to show the 
number or percent of the families who 
have central heating and those who use 
space heaters. It is significant that 14.6% 
of the homes that would rent from $50 a 
month and up used oil, but 28.7% of the 
homes with a rental value of less than $30 
were oilheated. Homes in the $40 to $50 
class used oil in 4.4% of the cases, and in 
the $30 to $40 class were 8.4% oil users. 


© 
New York School Plans 


Oilburner Service Course 
THE TRADE AND TECHNICAL SCHOOL of 
the New York YMCA, now housed in a 
separate three-story building of its own 
on West 66 St., New York, is planning 
to open a new, completely equipped 
school August 5, to teach oilburner in- 
stalling and servicing. Chief instructor 
will be Charles Burkhardt, for several 
years an instructor and service manager of 
metropolitan dealers. 

Present plans are to have both day and 
night courses. The length of the day 
course has been set tentatively at 240 
hours, 30 percent of the time to be spent 
on theory and 70 percent on practice. 






The length of the night course has not 
yet been established but it will probably 
be somewhat shorter. If the demand for 
training is great enough several classes 
will be run concurrently so that as many 
as a hundred or a hundred and twenty- 
five students may be in training at one 
time, separated into classes starting one 
week or two weeks apart. 


® 


Dodge Finds Building 
At New All-Time Peak 


F. W. DODGE Corp., has reported that con- 
struction contracts awarded in the thirty- 
seven states east of the Rocky Mountains 
attained an all-time peacetime high in 
May. The total of all contracts was $952,- 
418,000, which was exceeded only once 
before during the wartime peak of June 
1942, when contracts totaled - $1,190,- 
264,000. The previous highest peacetime 
volume was $667,097,000, reported in 
May 1928. 

Residential construction contracts 
totaled $463,600,000 during the month, 
compared with $370,590,000 in April 
and $47,206,000 in May of last year. The 





@ Check these outstanding features ® 


TANK 


— mild steel, elliptical shape, smooth-skin, 
one-piece shell construction insures greater 
longitudinal and transverse beam strength. 


MANHOLES 


—opening in each compartment is 11”x 16” 
fitted with a 10” diameter hinged filler. 


BEAVER TAIL 


— forms integral rear compartment — 
equipped with side-hinged doors. Accom- 
modates hose reel and meter equipment if 
desired, 


SKIRTING 


—trim design minimizes maintenance, facil- 
itates cleaning, adds to appearance. 







Heil Standardized 


If you have a 114- or 2-ton chassis 
with approximately 84-inch cab-to- 
axle measurement, here is a 5-com- 


Truck Tanks 


give you dependable, 
efficient all-purpose 
rural delivery service 






partment job with capacities of 800 
and 1000 gallons that does a profit- 
able job for you. 


Substantial weight saving, greater 
strength, integral construction, and 
many other features make this unit 
one of the most outstanding devel- 
opments in the transportation tank 
field .. . and one of the most profit- 
able to operate. It makes your rural 
delivery service a paying proposition. 

























SUBFRAME 


— weight-saving, steel box-section longitu- 
dinal members and tapered hardwood sills 
support tank over entire length. 


PIPING 


— to eliminate joints and flow restrictions, 
each compartment is fitted with 2” light- 
weight steel tubing with large sweep bends. 


DOORS 


— all-steel, flanged on all sides, well rein- 
forced. Rubber bumpers are provided for 
doors when open, 










T-201 


MILWAUKEE 1, WISCONSIN 









Write for bulletin 
or see your nearby 


Heil distributor. GENERAL OFFICES = 
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Create customer confidence 
and good-will—put Neptune 
Red Seal Meters with Print- 
O-Meter Register on each fuel 
oil truck. With the easy-to-use 
Print-O-Meter you print an 
accurate accounting record of 
each delivery. Errors in taking 


down meter readings are avoided—you provide a 
dispute-free receipt or invoice, for all gallonage de- 
livered is in the total on the ticket. Your customers 
know that every gallon they pay for went into their 
tanks. They feel that dealing with you is good busi- 
ness ... and this means better business for you! 


Ask for complete details of all the advantages of the 
Neptune Red Seal Meter with Print-O-Meter Reg- 


ister. Write today. 


“ WEPTUNE RED SEAL 


tueloil 
€ o// heat 
































This “Compact Type” Red 
Seal Meter has the Print-O- 
Meter Register and Auto- 


Stop features—provides com- 


plete space and weight-sav- 
ing metering equipment. The 
Auto-Stop shuts off flow at 
pre-set gallonage — permits 
fully automatic deliveries. 


METERS 


NEPTUNE METER COMPANY 

50 West 50th Street 

New York 20, N. Y. 
Branches: Atlanta, Boston, Chicago, 
Dallas, Denver, Kansas City, Mo., 

Los Angeles, Louisville, Philadelphia, 

Portiand, Ore., San Francisco, 

Long Branch, Ontario 


A-156A 
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total number of residential units to be 
provided in last month’s contracts was 
66,489, exclusive of dwelling accommoda- 
tions in hotels, and dormitories. This vol- 
ume is more than double the number of 
units called for in contracts let during the 
first five months of last year. 

Publicly-owned residential construc- 
tion accounted for 3 per cent of the dol- 
lar volume of May contracts, the re- 
mainder being classified as _privately- 
owned construction. 
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Cast Iron Radiation 
Production Increasing 
PRODUCTION OF CAST IRON radiation has 
been increasing steadily since V-J Day in 
spite of strikes, labor shortages, material 
shortages and pricing problems, according 
to figures released by Civilian Production 
Administration. Less than 1,000,000 sq. 
ft. a month was produced immediately 
after the end of the war, but had increased 
to 2.35 million square feet in March and 
2.56 million square feet in April. It is 
estimated that May production reached 
more than 3 million square feet. Mate- 


rial shortages, arising chiefly from strikes 
in other industries and from general 
shortages, still continue to retard produc- 
tion. Manufacturers report increased dif- 
ficulties in securing pig iron, coal, rod 
stock, bushings and nipples. 


© 


Department of Interior Gets 
National Petroleum Council 
TO PERPETUATE the cooperation that has 
existed between Government and the oil 
industry during the war years, Secretary 
of the Interior Krug has appointed a com- 
mittee of 85 oil industry men to work 
with the newly formed Oil and Gas Divi- 
sion within the Department of the In- 


terior. Of the 85 appointees, 55 were. 


members of the Petroleum Industry War 
Council, 21 are officials of trade associa- 
tions, seven are from the gas industry. It 
is significant, and unfortunate, that only 
one member, Clyde Morrill of the At- 
lantic Coast Oil Conference and the In- 
dependent Oil Men’s Assn. of New Eng- 
land, has his primary business interest in 
fueloil and oilheating, while the compet- 
ing fuel, gas, has the seven members. 


Those named are: 


K. §. Adams, pres., Phillips Petroleum Co., 
Bartlesville, Okla. 

H. T. Ashton, pres., Western Petroleum Re- 
finers Assn., care, Sédcony-Vacuum Oil Co., St. 
Louis. 

Col. T. H. Barton, pres., Lion Oil Co., El] 
Dorado, Ark. 

Burt R. Bay, pres., Northern Natural Gas 
Co., Omaha, Nebr. 

R. H. Blair, pres., National Oil Marketers 
Assn., Troy, Mo. 

Jacob Blaustein, Pikesville, Md. 

Paul G. Blazer, board chairman, Ashland 
Oil & Refining Co., Ashland, Ky. 

W. B. Boyd, Jr., pres., American Petroleum 
Institute, New York. 

Reid Brazell, Leonard Refineries, Inc., Al- 
ma, Mich. 

Russell Brown, IPAA, Washington. 

. S. Bridwell, pres., Bridwell Oil Co., 
Wichita Falls, Tex. 

W. F. Clinger, pres., Pennsylvania Grade 
Crude Oil Assn., Tidioute, Pa. 

Robert H. Colley, pres., The Atlantic Re- 
fining Co., Philadelphia. 

Stewart Crocker, pres., Columbia Gas and 
Electric Co., New York. 

Howard A. Cowden, pres., Consumers Co- 
operative Assn., North Kansas City, Mo. 

Henry M. Dawes, pres., The Pure Oil Co., 
Chicago. 

E. E. DeGolyer, DeGolyer & MacNaughton, 
Dallas. 

O. D. Donnell, pres., The Pure Oil Co., 
Findlay, O. 

Fayette B. Dow, National Petroleum Assn., 
Munsey Bldg., Washington. 

Col. J. Frank Drake, pres., Gulf Oil Corp., 
Pittsburgh. 

Gordon Duke, Southeastern Oil, Inc., Jack- 


sonville, Fla. 








Because it reduces stack temperature and increases 
CO, readings, this new R&I Combustion Chamber Baffle 
saves up to a fifth of the fuel. This should make it easy to 
sell, and there's a nice profit in it for you. 


R&I Baffle is made of a tough refractory, reinforced in 
the legs and cone with stainless steel. 


The legs can be adjusted to fit any combustion chamber 


not over 16!/,” wide inside. The cone of baffle is 10!/,” 


in diameter. 


Get them from your supply house. Write today for 


Bulletin OB-97. 


CHICAGO 4, 
DETROIT 16, 


MICH. 





Refractory & Insulation Corp. 


116 Wall Street 


New York 5, N. Y. 


ILL. PHILADELPHIA 3, PA. 


NEWARK 2, N. J. 


@) Combustion Chamber BAFFLE 
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Thatcher furnace factory 

Co; 
rade 
> Re- 

sas ORRY to make such a clatter, but putting to- 
 Co- P ° ° 
a gether a production line to make furnaces is 
te | f a job you just can’t do quietly. Most of it’s big, 
Co. Hl | | heavy stuff—things like new power shears, press 
ssn ah | brakes, power rolls, automatic drills, arc welders 
rp | | i | 





and punch presses. 





— - 
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All of it—along with our 96 years of heating 
know-how—is going into the finest furnace plant 
that ever served you—the plant we’ve wanted to 
build for years. Brand-new from the foundation 


OH 


up, it'll soon be turning out the finest furnaces 


m\ 
-~ 


ever to carry our name, 


Now, more than ever, keep your eye on 


. 
< 
RAN 


Thatcher—for tomorrow’s comfort for your cus- 


tomers of today. 


THATCHER BOILERS ARE IN PRODUCTION NOW 


THATCHER FURNACES WILL BE BACK SOON 


VW 57 FURNACE COMPANY 


GARWOOD, NEW JERSEY 
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J. H. Dunn, pres., Natural Gasoline Assn. 
of America, Amarillo, Tex. 

James P. Dunnigan, Producers Refining 
Co., Inc., West Branch, Mich. 

Leroy Edwards, pres., Southern California 
Gas Co., Los Angeles 54. 

Richard Fenton, executive vice pres., Con- 
tinental Oil Co., Denver. 

W. H. Ferguson, executive vice pres., Con- 
tinental Oil Co., Denver. 

R. G. Follis, pres., Standard Oil Co. of 
California, San Francisco 20. 

Jacob France, chairman of the board, Mid- 
Continent Petroleum Corp., Tulsa. 
.. Walter S. Hallanan, pres., Plymouth Oil 
Co., Pittsburgh. 

D. P. Hamilton, pres., Root Petroleum Co., 
Shreveport, La. 

Take L. Hamon, Cox and Hamon, Dallas. 

B. A. Hardey, Shreveport, La. 


George A. Hill, Jr., pres., Houston Oil Co., 
Houston. 

W. T. Holliday, pres., Standard Oil Co. 
(Ohio), Cleveland, O. 

Eugene Holman, pres., Standard Oil Co. 
(New Jersey), New York City. 

D. A. Hulcy, pres., Lone Star Gas Co., 
Dallas. 

W. F. Humphrey, pres., Tide Water Asso- 
ciated Oil Co., San Francisco. 

H. L. Hunt, Hunt Oil Co., Dallas. 

A. Jacobsen, pres., Amerada Petroleum 
Corp., New York. 

B. Brewster Jennings, pres., Socony-Vac- 
uum Oil Co., New York. 

Allen A. Jergins, pres., San Joaquin Valley 
Oil Producers Assn., Long Beach, Calif. 

Carl A. Johnson, pres., Independent Refin- 
ers Assn., of Calif., Inc., Los Angeles. 

Charles S. Jones, pres., Richfield Oil Corp., 








TESTING 


TRANSFORMERS 





L 





sulation break-down tests. Equipped with primary 
switch, pilot and safety light. Capacity 250 V. A. 


j 
{ 
| Dongan high potential testing transformer for in- 
i 
Primary 115 or 230 volts, 60 cycle. 


Dongan Spec. +7692A—Secondary 2500 volts 
maximum in steps of 100 volts. 
Donogan Spec. +7692B—Secondary 5000 volts 
maximum in steps of 200 volts. 
Wee A Donogan Spec. #7692C—Secondary 7500 volts 
FE A maximum in steps of 200 volts. 
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2981 Franklin 


The Dongan Line 
Since Nineteen-Nine 
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Wo ys Write for Complete Information 


DONGAN ELECTRIC MFG. CO. 


Detroit 7, Mich. 


WRITE 
FOR 
LITERATURE 





Los Angeles. 

W. Alton Jones, pres., Cites Service Oil 
Co., New York. 

Frank Lerch, pres., Consolidated Natural 
Gas Co. of Delaware. 

Ralph Lloyd, pres., Western Oil and Gas 
Assn., Los Angeles. 

John M. Lovejoy, pres., Seaboard Oil Co. of 
Delaware, N. Y. 

B. L. Majewski, vice pres., Deep Rock Oil 
Co., Chicago. 

A. C. Mattei, pres., Honolulu Oil Corp., 
San Francisco. 

Clyde Morrill, exec. vice pres., Independent 
Oil Men’s Assn. of New England, Boston. 

S. B. Mosher, pres., Signal Oil and Gas Co., 
Los Angeles. 

Henry D. Moyle, vice pres., Wasatch Oil 
Refining Co., Salt Lake City. 

H. M. McClure, pres., National Stripper 
Well Assn., Alma, Mich. 

N. C. McGowen, pres., United Gas Pipe 
Line Co., Shreveport, La. 

W. G. Maguire, chairman of board, Pan- 
handle-Eastern Pipe Line Co., Kansas City, Mo. 

Joseph L. Nolan, manager, Oil Dept., 
Farmers Union Central Exchange, St. Paul, 
Minn. 

I. A. O'Shaughnessy, pres., The Globe Oil 
& Refining Co., St. Paul, Minn. 

J. R. Parten, pres., Premier Oil Refining Co. 
of Texas, Houston. 

William T. Payne, pres., American Assn. of 
Oil Well Drilling Contractors, Big Chief 
Drilling Co., Oklahoma City. 

ns: Howard Pew, pres., Sun Oil Cc., Philadel- 
phia. 

Joseph E. Pogue, Chase National Bank, New 
York. 

Frank M. Porter, pres., Mid-Continent Oil 
& Gas Assn., Oklahoma City. 

H. J. Porter, Houston. 

W. E. Pyles, Los Angeles. 

E. B. Reeser, Barnsdall Oil Co., Tulsa. 

Walter R. Reitz, pres., Quaker State Oil 
Refining Co., Oil City, Pa. 

M. H. Robineau, pres., The Frontier Re- 
fining Co., Cheyenne, Wyo. 

W. S. S. Rodgers, board chairman, The 
Texas Co., New York. 

Charles F. Roeser, pres., Roeser and Pendle- 
ton, Inc., Fort Worth. 

Arch H. Rowan, Rowan Drilling Co., Ft. 
Worth. 

G. L. Rowsey, pres., Gulf Coast Refiners 
Assn., Taylor, Tex. 

R. S. Shannon, pres., Pioneer Oil Corp., 
Denver, Colo. 

Harry F. Sinclair, pres., Sinclair Oil Corp., 
New York. 

W. G. Skelly, pres., Skelly Oil Co., Tulsa. 

Ferd J. Spang, pres., Petroleum Equipment 
Suppliers Assn., Butler, Pa. 

Reese H. Taylor, pres., Union Oil Co. of 
California, Los Angeles. 

H. L. Thatcher, chairman, National Coun- 
cil of Independent Petroleum Assns., Chatta- 
nooga, Tenn. 

R. van der Woude, pres., Shell Union Oil 
Corp., New York. 

W. W. Vandeveer, Allied Oil Corp., Cleve- 
land. 

Grady Vaughn, Dallas. 

Eric V. Weber, Ohio Petroleum Marketers 
Assn., Cincinnati. 

W. C. Whaley, pres., Oil Producers Agency 
of Calif., Los Angeles. 

H. C. Wiess, pres., Humble Oil & Refin- 
ing Co., Houston. 

Robert E. Wilson, board chairman, Indiana 
Standard, Chicago. 

Ralph T. Zook, The Sloan and Zook Co., 
Bradford, Pa. 
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Regulates water temperature to 
maintain absolutely uniform comfort night 
or day, regardless of outdoor weather. 


Jil 


e y — ; ) // CONSTANT HEATING COMFORT 
3 Wi CONTINUOUS 
CIRCULATOR OPERATION 


” No. 198 Relay THRUSH RADIANT 
Transformer HEAT CONTROL | 
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’ THRUSH WATER 

t HERE IS home heating at its best! Thrush Flow Control System cassia 

of Warm Water Heating, whether used with direct heating units or with o— 
concealed piping, provides continuous radiant heat and a feeling of a 
bodily comfort. The feeler tube, an integral part of the Thrush Radiant a \ 
Heat Control, senses the slightest change in temperature and acts auto- : 

| matically to restore it before it can drop more than a fraction of a Pe 
degree. Operating cost is low because continuous circulation is not = 
required. The Thrush Circulator normally operates only a few minutes Vil ! Seteated 
out of each hour and firing unit operating periods are shorter. For more 7 and 
information write Dept. C-7 or ask your Wholesaler. ‘| bse 
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H. A. THRUSH & COMPANY e PERU, IND. 
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Readers’ Forum 


A. B. CUNNINGHAM & SON 
Baltimore 
Editor: 

I have just finished reading “Oil Heat- 
ing the Veterans” by Robert Gray in the 
May issue of FuELom & Or Heat. The 
entire talk is very interesting as well as 
timely, and I was particularly interested 
in that part of it which dealt with the 
handling of builder's business in connec- 
tion with the heating of these veterans’ 
houses. 


It is probably true that the large per- 
centage of oilheating business done for 
the next few years is going to be in con- 
nection with this veterans program. This 
means that business is going to have to be 
done with builders and it certainly should 
make oilburner manufacturers and dis- 
tributors do a little thinking. I have given 
the matter a lot of thought, and based 
upon my past experience with builders, I 
have at this time no satisfactory ideas for 
handling it. I am a distributor and deal 
only through retail outlets who are pre- 
pared to sell, service, and install our 





what's NEW 







LOVEJOY leads the way with 
the NEW L-R Type CX DOUBLE- 
FLEX FLEXIBLE COUPLING. 


Lovejoy Flexible Coupling Co., a pioneer 
in the flexible coupling field, has developed 
the Type CX Double-flex, as the answer to 
the need for a coupling that will not fall off 
when blower and pump units are serviced. 


L-R BODY is permanently fastened to 


Pump Shaft. 


Quick, easy installation. Blow- 
==> ers with L-R jaws on hub sup- 
plied by blower manufacturers. 





Gynt ) 


LOVEJOY FLEXIBLE COUPLING CO. 


5012 W. Lake Street 
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® L-R Body inserted (not 
’ bonded) in rubber body. 


in OIL 
BURNER 


FLEXIBLE 
COUPLINGS? 







L-R Socket actually mold - 
ed in the rubber (no met- 
al engages blower hub.) 


> One unit construction 
> Quick assembly 
> Tight fit—no rattle 


> Low cost 


SEND FOR 
BULLETIN 520 





Chicago 44, Ill. 





equipment and if a man wants to give his 
equipment and the user of it a fair break, 
there is no other way to do this heating 
business. This thing of letting anyone in- 
stall equipment who'll do it and then 
turning the service over to some concern 
who is primarily interested in selling oil 
to the job, or not bothering with service at 
all is no good. It might approach some 
degree of satisfaction in connection with 
pressure type burners, but much vapor: 
izing equipment will be used in these 
small houses and there are by far too few 
men who are qualified to service vaporiz- 
ing burners. Responsible dealers must 
handle the installation and service on 
these jobs—dealers who want a user to 
get a good heating job and who want to 
maintain their own good reputations in 
the heating field. 

Builders are already trying to buy at 
wholesale prices. Before the war they 
didn’t care whether a furnace gave satis- 
faction or not and I question whether 
they will now either. They cannot be 
blamed too much for this attitude because 
their business is building not heating. 
Right now they cannot generally buy at 
wholesale prices direct because equipment 
is so scarce. However, already it has come 
to my attention that equipment is being 
purchased direct by builders without a 
care in the world about service or instal- 
lation. Why any manufacturer or dis- 
tributor would sell direct now instead of 
through his dealer outlets is beyond me 
but it has started and it will keep increas\ 


ing as quantities of equipment increase. } 


A dealer simply cannot buck this kind of 
com petition. 

Should the manufacturers of pre- 
fabricated houses start selling a heating 
unit as a package along with their house, 
shipping them all over the country for 
anyone to put in, adjust, and service, I 
hesitate to think what would happen to 
the reputation of the oilburner generally. 

It is a rather serious problem to the 
heating industry as a whole for the reason 
that Mr. Gray is dead right in his remarks 
that poor operating oilheating equipment 
is the best salesman for gas and other 
competitive fuels. Already much damage 
has been done before the war, but it is 
nothing compared to the damage that will 
be done if matters continue as they are. 

The answer does not lie in trying to 
talk the builder into paying a fair price 











for his heating equipment, or trying to 
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TAKE ADVANTAGE OF THE 


SID HARVEY 
SUMMER DEPOSIT PLAN 
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IT’S LIKE MONEY IN THE BANK! 


must 

a YOU CAN DRAW OUT ANY TIME YOU WANT! 

it to The Summer Deposit Plan is a plan whereby you can send us all of your defec- 

s in tive oil burner parts—on deposit. They will be rebuilt and you will be entitled to 
get an exact duplicate in perfect condition in the fall or at any time you want 

y at up to January 1, 1947. 

hey You do not have to pay anything until you actually need the part and then 

“a only our regular rebuilding price. There is no extra charge for storage or any- 

* thing. 

we | NOW is the time to build up your stock of service parts without laying out any 

ing. money. Get every pump, valve, control or motor that is defective in shape for the 

y beh coming season this summer. Materials and parts are still scarce — You'll need 

— them. And you'll have them in perfect condition too when you want them if you 

ome do it now. 

ing Sid Harvey’s is the place to send them. It costs no more to have them rebuilt 

it a “from the ground up” in the largest and best equipped shop in the industry, and 

tal- you can get your entire stock rebuilt now without having to lay out one cent, 

dis- with the Summer Deposit Plan. 

nen If you need a shipping container—we’ve got one for your use—FREE. Send 

me 


for a Harvey Two-Way Shipping Box. It’s a sturdy wooden box made to carry 
pumps, valves, etc. that can be used time and time again. 
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for DEFECTIVE UNITS, NOW! 
I 
+ Send us any repairable unit that you don't want rebuilt for your own ac- 
ly count. We will buy it from you—fair prices and fair treatment as in the past. 
SPECIAL 
the P 
Defective Sundstrand, Tuthill or Webster fuel units exchanged for BRAND 
on NEW UNITS at attractive prices. Act quickly while supply lasts. 
rks 
ent 
her 
ge 
1S 
vill 
re. 


Above services also available through: 


to Sid Harvey of Mass., Ine. Sid H f Pa, | Ls 
: 366 Cambridge Street 53) W. Lindley Asunee ¥ 
ice Allston Station Philadelphia 20, Pa. \AC 


Boston 34, Mass. s 
to Sid Harvey of, No des nes ain VALLEN STREAM. REW NORK 


J 103 a 
Sid Harvey, Inc. Branch 138-76 Queens Bivd., Jamaica, N. Y. 
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talk the dealer into selling at such a low 
price that he goes broke. Some builders 
do, of course, give the matter of a good 
heating job consideration and, of course, 
some dealers do go broke, but it is not the 
general case. 

The answer must, then, lie with the 
manufacturers and distributors or the 
Federal Housing Administration who is 
putting up the money for these houses. 
I doubt that it would be practical to try 
to get manufacturers and distributors to 
agree to sell only to regular dealer outlets 
who would sell, service and install equip- 


ment. However, I believe that the gov- 
ernment could go a long way toward put- 
ting a stop to poor heating jobs by de- 
manding that builders supply proof or 
bond, if necessary that their heating 
equipment was being installed according 
to the manufacturers specifications and 
that a local, responsible dealer would in- 
stall and service it and allow him what- 
ever additional cash was necessary for him 
to buy this service. And finally, hold him 
responsible for the proper operation of 
the job. By “dealer” I mean a responsible, 
established concern, not a jack-leg that is 
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A WATTS PRODUCT 
for oil heating profits 
NO. 71 TEMPERING VALVE 


For tankless heaters and storage tank 
systems. Mixes the direct hot water 


with cold water and delivers to the- 


outlets tempered water calibrated 
from 80° to 200° as desired. Made 
in sizes 34."' and 1"’. 


utomatic * TEMPERATURE and PRESSURE REGULATING SAFETY OEVICES- 
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PROTECT-CONTROL 





on the builders payroll who is gone along 
with the builder. If a builder had to as- 
sume more responsibility, he might be 
more careful what kind of a job he got 
and whether he purchased equipment that 
was up to standard. 

I think that dealers will be glad to take 
this business and they won't expect to get 
a full retail price for it. They won't have 
to in view of the quantity, but they are 
entitled to a fair profit and I mean some- 
thing more than 10% gross. 

Mr. Gray’s article is excellent and gives 
a broad picture of the situation we are 
up against right now and I think you do 
the industry a great service by printing 
items of this character. 

W. E. CUNNINGHAM. 


© 


EASTERN PRODUCTS CO. 
Fords, New Jersey 
Editor: 

Reading through your June issue I no- 
ticed with great interest that portion re- 
lating to “Uniform Service.” While the 
service angle is to many, their livelihood 
and main source of income, it neverthe- 
less to a great majority of the dealers, is a 
problem. I always considered it as such 
since it can readily sap what profits may 
be realized by the selling end of the busi- 
ness. 

I presume that hundreds of others like 
myself have scratched pads full of figures 
in an attempt to arrive at a solution to 
the service problem, which would satisfy 
the dealer and the customer. As for my- 
self, I always wound up with answers that 
were unsatisfactory to me and that did 
not seem to be the real solution to the 
problem. 

My personal viewpoint is that the in- 
dustry has reached a point where it must 
make some drastic changes. The main 
point as I see it is not how or by what 
manner to charge the customer for ser- 
vicing and maintaining his oilburner 
equipment but how to reduce the cost of 
service per year on his equipment. The 
fact that the customer is told point blank 
that each year he owns an oilburner, it is 
going to cost him $15 to $25 or more to 
keep it running and doing its job, is to my 
mind poor psychology. Almost everyone 
knows that mechanical equipment will 
require attention and will from time to 
time incur expense for service thereto. 
But when you tell a man before hand or 
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Your best bet for Better Business! 


Topay’s PETRO OIL BURNER welcomes your 
most exacting examination. Point by point, fea- 
ture by feature, it invites critical inspection, study 
and comparison. Go as far as you like—for the 
more detailed your investigation, the more en- 
thusiastic your appreciation of those unmatched 
performance features that have identified Petro 
Oil Burning Equipment for over 40 years. 


Because Petro is and always has been the first 
choice of discriminating owners who want only 
the best in oil heat, today’s demand for Petro is 
unprecedented. This gratifying trend is your best 
bet for volume oil burner-sales in the months and 
years ahead. Decide now to take advantage of it! 


PETROLEUM HEAT AND POWER COMPANY: STAMFORD, CONNECTICUT 


PETRO FUEL OIL BULK PLANTS, DISTRIBUTION TERMINALS AND FACILITIES IN: BOSTON + PROVIDENCE + STAMFORD 
PHILADELPHIA +» BALTIMORE *« WASHINGTON « CHICAGO 


MT. VERNON * NEW YORK + LONG ISLAND + NEWARK 





Consisting of attractively styled conversion 
burners and units, Petro Oil Heating Equipment 
is distributed through established heating whole- 
salers. Write for the name of supply house 
nearest to you! 





PETRO MEETS ALL NEEDS... 
yours included! 


You may obtain Petro Oil Burners handling from 1 to 
18 gal. per hr. of “domestic” fuel oils, as well as 
units handling from 11 to 145 gal. per hr. of heavy 
“commercial-industrial” oils. 
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REG. U.S. PAT. OFF. 





MAKERS OF GOOD O/L BURNING EQUIPMENT 
SINCE, 1903 
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he realizes that, we will say, $20 a year 
goes to the maintenance of the equip- 
ment, he immediately takes a long-range 
viewpoint and figures that in 10 years his 
maintenance cost will be equal to 50 to 75 
percent of the present cost of a conversion 
job. Further, he thinks of what the $200 
or so will purchase and then hesitates. 

If the salesman selling autos, home ap- 
pliances, or even homés was to tell the 
customer that upon the purchase of the 
article it would immediately begin to cost 
him a certain fixed sum in maintenance 
or upkeep, it would slow up sales. 


The industry now seems to be on the 
threshold of realizing that gas is its real 
competition. Before the war when oil was 
selling at 6/2¢ and in some places 6¢ per 
gallon, the lower cost of fuel itself made 
quite a convincing argument for oil. To- 
day, however, we are faced with an 8¢ 
per gallon price and the oil industry feels 
that it needs an additional 1¢ per gallon 
in order to make the production and mar- 
keting of heating oils a profitable portion 
of the business. 

With oil prices like these the ‘Cost of 
Fuel” argument has disappeared or is fast 














SIZES 


available for Air 
Tubes, inside 
diameter: 
31/2”, 4”, 4\/,”, 
4%,” and 6”. 
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AIR CONES sw» STABILIZERS 





A really “HOT” Combination 


—because it results in higher COo’s—a 
better fire with greater efficiency. Labora- 
tory tests and experience in the field have 
proved the truth of this statement. 


Write today for Bulletin No. 2048 giving 
details of the action of Edco Stabilizers 
and Air Cones. We can make prompt de- 


METAL SPECIALTY CO. 


P. O. BOX K, EDDINGTON, PENNA. 

















disappearing in a number of sections. 

We all want mechanical equipment to 
be as trouble free as possible and when 
the Oil Burner Industry tells the customer 
that a certain fee is necessary to maintain 
his equipment, it automatically admits 
that the equipment is not as service free 
as they have led people to believe and 
therefore the oilburner salesman has two 
strikes upon him right off the bat when 
selling against gas. 

The ill of the oil burner industry seems 
to be service yet no concerted effort on 
the part of the industry with all its engi- 
neering knowledge is put forth to lick it. 

Why? Because, I believe, the oilburner 
industry to be largely a group of copy- 
cats who follow in some one else’s foot- 
steps and further to be composed of a 
group of manufacturers making individ- 
ual mechanical parts for a burner who 
have no other view in. mind but to pro- 
mote the sale and profit to themselves of 
the particular part they manufacture. It is 
a recognized fact that many manufactur- 
ers are merely assemblers. Many of the 
manufacturers of today know very little 
of basic oilburner principles. If Doe and 
Co. puts a gadget around his burner noz- 
zle that increases the combustion effi- 
ciency, Roe and Co. tries to follow suit. 
Ideas for the better mixing of the air and 
oil for combustion are brought out and in 
some cases even patents are issued on 


them. These ideas are actually not basical- ’ 


ly new but rebirths of past generations. 
Years ago engineers knew and stated the 
importance of good air-oil control and 
mixture but burner manufacturers did not 
heed the word. 

The high pressure atomizing burner as 
we know it today, was developed over 20 
years ago. Because it proved better than 
the other principles on the market for do- 
mestic heating at that time, it became to 
an extent the universal principle and since 
that time all anyone has tried to do was 
to refine the assembling and manufacture 


_ of that particular principle in order to 


have a more efficient and lower cost unit 
than originally entered the market. 
There is no doubt that this type of oil- 
burner has gone a long ways in putting 
automatic oil heat to the front. It has 
without question proved its worth, but it 
has today in my opinion reached the end 
of the trial. New demands are made to- 
day that this type of oilburner is finding 
it hard to meet. Chiefly among these de- 
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@ Talk LUXAIRE—and you talk the same language your prospect 
uses when expressing his ideas of home heating equipment. 


1. LUXAIRE—a revolutionary line of gas-fired heating equipment that 
has caused a sensation with the heating trade. 


2. LUXAIRE—a line that has gained instant acceptance in the heating 
market—compact, efficient heating plants in smartly designed, at- 
tractively finished cabinets. 


3, LUXAIRE—a line that offers you prestige and profits—the advanced 
line of heating equipment that has passed the latest requirements of 
the American Gas Association. 





Series 8000 Series AC-700 Series 700 Series C 
; Oil-Fired, Steel : _Coal-Fired, Steel Coal-Fired, Steel Coal-Fired, Cast 
Air Conditioning Unit Air Conditioning Unit Gravity Furnace Gravity Furnace 


THE C. A. OLSEN® 
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mands is the service problem. When it 
cost $10 to $25 a year admittedly by deal- 
ers who have a right to know, it’s costing 
too much to maintain this equipment and 
the answer as I see it is that this type of 
oilheating does not fit the present picture of 
competing in a post-war market with gas 

The low pressure atomizing burner 
with its mixing chamber, etc. requiring 
additional parts and added power con- 
sumption is not the answer either. Nor 
is the wall-flame rotary, the atomizing 
vertical rotary or the present conception 
of the vaporizing burner. 


I feel that the ultimate product must 
have a simplification or elimination of 
stack relays and safety controls. Also since 
we are coming into an era of fractional 
gallon capacities, nozzles with small ori- 
fices will have to be eliminated; ignition 
assemblies, if found to be absolutely neces- 
sary (since many engineers are of the 
opinion that on-off firing is not efficient 
and will eventually pass along) should be 
designed to prevent fouling and should 
not be exposed or located in a position to 
collect all the dust and dirt passing 
through the burner. Further, I believe 


that pump units can be eliminated from 
basement tank jobs. The only pump neces- 
sary being with outside tanks. 

There surely must be men within the 
oilburner and fueloil industries who know 
enough about burning oil to develop the 
type of a burner needed for todays mar- 
ket. A burner costing far less to produce 
and install and a burner on which service, 
including labor and parts, will not ex- 
ceed, on the average, $5 per year. 


I can see no reason when burning small 
quantities of oil that a 100 Ibs. or ap- 





proximate oil pressure is necessary. It re- 







































Built with Precision 


To: Perform 
with Precision 





OPTIONAL 
OILJET 
NOZZLE ASSEMBLY 


Supplied without 
adapter. Consists of 
(1) brass core, with 
18-8 stainless steel core 
top and welded monel 
metal ‘screen, and (2) 
tip with 18-8 stainless 
steel orifice insert. 


WHOLESALE 
DISTRIBUTORS 


Write for information 
on representing us. 


P antece 77007 


4011 WEST LAKE STREET 


i SPECIALISTS 
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ATOMIZING 
Rew 474 Gi = 


For Better Oil Burner Operation 


You will find the OILJET Atomizing 
Nozzle well worth the time required for 
test. Ability of OLLJET toimprove burner 
performance has been measurably dem- 
onstrated. OILJET operating efficiency 
is the result of design based on experi- 
enced spray nozzle “Know-how” plus 
maintenance of precision manufactur- 
ing standards. 

Precision Construction ...OILJET parts 
are precision machined to close toler- 
ances. Wearing parts are Type 303 (18-8) 
stainless steel. Screen is welded Monel 
Metal. 


Precision Performance... OILJET pro- 
vides a highly atomized spray of urfiform 
density. Available in capacities from 0.50 
GPH upward. Oil volume accurately 
delivered at rated capacity for given 
pressure. 

If you are an oil burner manufacturer, 
you are invited to send for OILJET 
Atomizing Nozzles for test. Please give 
nozzle dimensional size, spray character- 
istics, and capacity required. 


SPRAYING SYSTEMS COMPANY 
CHICAGO 24, ILLINOIS 


IN THE DESIGN AND 
MANUFACTURE OF SPRAY NOZZLES | 





quires power to develop and maintain 
this pressure. From my experience of 
studying and experimenting with oil 
burning, I feel that pump, mixing cham- 
bers, etc. are unnecessary parts of the 
equipment on the average home installa- 
tion. Burning oil in small quantities is 
simple. Why make a tough job of it? 

Is the Oil Burner Industry going to 
stand by and suffer as a whole because 
this-or-that pump, control or other ac- 
cessory manufacturer or group of manu- 
facturers expound the theory and pro- 
mote the propaganda that such parts as 
they make are important to the burning 
of oil? 

Let’s see home manufacturer or group 
of manufacturers roll up their sleeves and 
develop the equipment necessary today. A 
piece of equipment that the average 
handy man can service the same as the 
average fellow tinkers with his car and 
keeps it going. Let’s get away from the 
idea developed by a lot of engineers that 
a product has to be complicated in order 
to do the job. Let’s de-gadgetize the pres- 
ent oilburner and get what is needed to 
cope with the gas competition. 


It can be done and it will be done some 
day. Why not do it now instead of going 
through this service controversy for the 
next ten years and then look back and 
say “Why didn’t we do that before?” 

This letter may seem as though I am 
raving like a Psycho but it is just my hon- 
est and humble opinion. I become irri- 
tated when I think of the possibilities 
ahead for the oil burning industry—fuel 
and products combined—and recall how 
little is done in engineering and research 
to make heating with oil more attractive 
and worth-while to the public. 

L. A. SCHULTZ, 
General Manager. 
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“ MORE PROFITS 
know You can do yourself a good turn every time you recom- 
p the mend and install a General Filter . .. you benefit two ways, 
veal by increasing your profits and by adding to your list of 
duce satisfied customers. 
vice, ; 
t Deluxe General Deluxe Model 2A-300 holds two to four times 
Medel more solids, wax, gum, moisture, and small particles than 
bea 24-300 most filters. Provides superfine filtration anc extra long 
bie: cartridge life. 
It re- General’s Economy Model 1A-25 will give full-season, 
ntain trouble-free service for average home burner installations. 
e of Especially recommended for pot type and small pressure 
. oil type burners. Single bolt construction with a synthetic oil 
ham- resistant rubber seal gasket insures against leaks. 
| the oa If you haven’t already investigated the profit possibili- 
alla | sauna ties of General Filters, it will pay you to contact your 
‘fied 1A-25 jobber immediately. 
F Listed: Re-Examination Service, Underwriters’ Laboratories 
to : 
GENERAL ‘Si FILTER 
_ OIL 
anu- GENERAL FILTERS, INC. 
pro- 12890 Westwood Ave. Detroit 23, Mich. 
Canadian Factory Branch: J. C. MacLachlan, 21 King Street East, Toronto. 
ts as 
ning 
roup & aes ny" pada i.) \\ih bs a) Ma ROE ER Fie 73 iA 
and . 
y.A ~ DEALERS=— eaiteraat 
rage 
the 
‘a FLOOR FURNACE 
the 
that 
~ you can sell and forget 
d to (M 
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i The original oil burning floor furnace, Kresky is the 
a only one with forced air circulation bearing the Under- 
, writers’ label. Four sizes .. . easily installed... takes as 
am little as 30” clearance. x Altho unprecedented demands 
ond necessarily limit current shipments to old 
1rf. . 
ities customers, Kresky invites negotiations PR. Spe 
° e e ‘ To Burn No. 3 Oil 
fuel from live dealers for territories still open. {Diesel} or lighter 
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KRESKY MANUFACTURING COMPANY 


i Pioneers in Oil Burning Equipment Since 1910 
PETALUMA, CALIFORNIA 


BURNERS 


HEATING e COOKING e HOT WATER e INDUSTRIAL 
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WE AGREE 





with the EXPERTS 





Leading authorities on oil burning state that certain 
items are essential for a perfect pressure atomizing 
burner. The trends of the industry bear out the cor- 
rectness of their opinions. A good oil burner should 
have all of the following characteristics: 


COMPACT, INTENSE FLAME ... The Electrol in- 
ner and outer cone construction burns fuel complete- 
ly in the combustion chamber. This old stand-by 
construction will be even more appreciated as “cat 
crack” oils become common. 


QUICK CUT OFF... The Electrol drip eliminator 
with cut off point directly in back of the nozzle has 
a quick, positive action. It absolutely eliminates all 
after drip due to the reflected heat of the combustion 
chamber. 


BURNER MOUNTED SAFETY CONTROL The 
Electrol famous master control is installed, com- 
pletely wired and tested at the factory. The sensi- 
tive element is unaffected by the efficiency of the 
boiler and gives constant performance regardless of 
stack temperature. 


SELL THE EXCLUSIVE ELECTROL 


ELECTROL BURNER MANUFACTURING GO., INC. 


22 UNION AVENUE, RUTHERFORD, NEW JERSEY 
PHONE — RUTHERFORD 2-8300 
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Industry Groups 


Activities of local and national indus. 
try associations are reported monthly in 
this department. Secretaries are invited to 
send reports of their group’s activities, to 
reach the editor by the 20th. 


Heat and Ventilating Show 
Now More Than 80% Sold Out 


TWO HUNDRED MANUFACTURERS already 
have engaged exhibit space for the 7th In 
ternational Heating & Ventilating Ex 
position, scheduled for Lakeside Hall, 
Cleveland, Ohio, January 27 to 31, 1947. 
It will be held under the auspices of the 
American Society of Heating & Ven- 
tilating Engineers, and in conjunction 
with their 54th Annual Meeting. 
Approximately 80% of the total ex: 
hibit area has been reserved, but there are 
still a limited number of choice locations 
available. It is expected that all space will 


be sold well in advance of the opening} , 


of the Exposition. 

Manufacturers of heating, ventilating, 
and air conditioning equipment expect to 
eliminate production and material short’ 
age difficulties and are planning to intro- 
duce their newest models at the Exposi- 
tion. It promises to be one of the largest 
Heating & Ventilating Expositions in the 
series originated in 1930. 

Among the other groups scheduling 
meetings during the same week is the Na- 
tional Warm Air Heating and Air Con- 
ditioning Association. 

The Exposition is under the manage’ 
ment of International Exposition Co., 
New York. 


OHOT Holds First of 
New York Dinner Meetings 


OIL HEAT OLD TIMERS, Inc., of the Greater 
New York Area, held its first dinner 
meeting at the Biltmore Gardens, Bronx, 
June 12, with 23 members of the newly 
formed group attending. Following din 
ner a business meeting was held to report 
on the formation of the organization and 


introduce provisions of the charter and } 


by-laws. Dan Bierman, president, pre’ 
sided and Anthony J. Share is secretary. 

Five members of the Board of Directors 
were elected by secret ballot for a one’ 
year term. These were Russell Dempsey, 


Albert Evans, Alan Gilmour, E. B. Lip’| 
sett, and John J. Morro. This completes | 
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a board of 15 directors with the ten in- 
corporators. Each year five members will 
be elected for a three-year term. Officers, 
elected by the directors, are not allowed 
to succeed themselves. 

Members present voted to hold a 
smoker for the next gathering, and dis- 
cussion was held on the time of the meet- 
ing. It was felt that the summer vacation 
months were difficult ones in which to get 
a representative crowd together, but there 
was considerable pressure for another 
meeting as early as possible. The time and 
place was left to the board of directors 
and members are to be notified by mail. 

The meeting served as a farewell party 
for Chris. J. Jensen who was leaving with- 
in a few days for three months in Nor- 
way. Chris, a native of Norway, is mak- 
ing his first return trip in thirty years to 
visit relatives and friends. 
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Boston Old Timers 
Meet at Outing 


A. W. (SKIPPER) BARR, regional director 
of the Old Timers Club for the Boston 
area, called a meeting of the members at 
the annual outing held June 28, and about 
twenty qualified members attended. 

Most of the discussion centered around 
the formation of a local group to hold 
more frequent meetings. It was explained 
that the directors of the Club, meeting at 
Philadelphia in April, had voted not to 
recognize such local organizations as 
afhliated chapters. A committee was 
named to investigate the possibilities fur- 
ther and formulate a recommendation to 
the membership. It was thought possible 
that a local autonomous group could be 
formed for the benefit of the industry’s 
members in the Boston area, the individ- 
ual members of which could belong also 
to the national club. 

It was voted to hold local affairs for the 
benefit of duly qualified members and 
their guests, but not to sponsor dinners, 
Outings, smokers or other events in con- 
junction with any other association or 


group. 
.) 

Oregon Dealers Consider 

Solid Fuels for Customers 
OILHEATING MEMBERS of the Oregon Fuel 
Merchants Association, member of the 
Distribution Division of OHI, have been 
asked by the Board of Directors to make 
a check of the installations they will be 








ADJUSTABLE 





RANGE 


Considered by many to be the best gauges 
on the market... Mel Gauges made from 
the finest materials by skilled craftsmen 
are unbreakable, rustproof and vacuum 
sealed to prevent leakage . . . Mel Gauges 
are attractively priced and cost no more 
than the ordinary type due to specialized, 
quantity production . . . Inherent, imme- 
diately recognizable qualities readily sell 
themselves — help sell installations — 
create goodwill among your customers. 
When ordering — specify the size of tank 
and tank opening. (Available in 112” or 2” 
pipe thread.) 


EAST HAVEN, CONNECTICUT 
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BOILERS 


 - fading a 


Plus eat you say? Plus all of these advantages found 
only in KOVEN WATERFILM BOILERS: 


UNIFORM HEAT—for comfort. 
FAST STEAMING BOILERS—for quick heat. 
EFFICIENT HEATING—for economy. 
SMART MODERN JACKETS—for attractive appearance. 
Made for automatic firing with oil, stoker or gas. 


These reasons alone make the KOVEN WATERFILM 
BOILERS outstanding in their line. WATERFILM BOILERS 
are available in a variety of models suitable for large 
or small homes, apartment houses and industrial plants. 
For trouble-free operation, choose a WATERFILM for 
the job! Write for free illustrated booklet. 


i WATERFILM BOILERS, Ine. 
154 Ogden Avenue, Jersey City 7,N.J. 
Plants: Jersey City, N. J. * Dover, N. J. 
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KOVEN WATERFILM 








able to make before next heating season, 
and advise those customers who are not} / 
likely to get burners to buy a supply of | THE 
solid fuel. It is explained that new cus: } sion 
tomers who do not yet have oilburners are | trol 
reluctant to buy sawdust or coal, since | mee 
they expect to have their new burners be } Bro 
fore fall. Several hundred tanks have | Eri 


been installed, and these new owners, 7 
still without burners, are not buying solid } the 
fuel while it is available. por 


There is a limited supply of coal in the { gra 
state, sufficient to take care of present | jew 
customer needs, though some dealers are } bri 
completely out. A good stockpile.of wood | We 
and sawdust is building up in dealer yards, | cag 
but it is not possible for dealers to store | ma 
enough for all customer needs for the Co. 












winter ahead. a 
sior 

Wisconsin Oil-Heat Releases eo 
More Newspaper Advertising | : | 

U 

WISCONSIN OIL-HEAT ASSOCIATION has ree | 


leased another piece of advertising | 7, 
through the Milwaukee Journal, head | y, 
lined “Oil-Heat, The Dependable Year 
Around Fuel.” Copy emphasizes No! yw. 
Work, Low Cost, Plenty of Oil, and 
Security. 

“Milwaukee home owners who have Ill; 
tried both oil and gas report oil-heat is : 
cheaper from 20% to 50%,” the ad says. 








“It also compares favorably with most } - 
coal-fired heating plants. Since 1937 the | oe 
price of fuel oil has increased only eight- , “ 
tenths of one cent a gallon.” cin 

the 
Atlantic Coast Conference i 


Meeting Reelects Officers | ;, 


ATLANTIC COAST OIL CONFERENCE meny 4 it r 
bers, at their annual meeting in New |) tab 
York, relected their officers for the 1946 |) fec 
47 year, and discussed possible program. | by 
Clyde G. Morrill, secretary, reviewed the § ceil 
history of the conference and its war set anc 
vice to the East Coast area. Is ¢ 
A new committee on research was 
named in addition to the present Execu |} y 
tive Committee, Primary Committee, and 
committees on Nominations, Legislation} 4 , 
and Competitive Fuels. A new committee | of 
has been formed to make cost analyses} ay 
and some individual market studies. It 8 | Yo 
composed of Albert Buckley, Providence; |} stit 
R. L; H. M. Spade, Hartsdale, N. Yi] vic 
Henry Schwartz, Brooklyn, N. Y.; J. E. 8 onl 
Kunkel, Philadelphia, and Robert Gray; | tio; 
New York. A vic 
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Oilheating Discussion at 

API Marketing Meeting, Denver 
THE GENERAL COMMITTEE for the Divi- 
sion of Marketing of the American Pe- 
troleum Institute will hold its second 
meeting of the year on July 10 at the 
Brown Palace Hotel, Denver, Colorado. 
Eric V. Weber, Chairman, will preside 

The morning session will be devoted to 
the business meeting and will include re- 
ports of the following committees: Pro- 
gram Committee—Chairman, B. L. Ma- 
jewski, Deep Rock Oil Co., Chicago; Lu- 
brication Committee—Chairman, L. C. 
Welch, Standard Oil Co. of Indiana, Chi- 
cago; Special Studies Committee—Chair- 
man, W. L. Faust, Socony-Vacuum Oil 
Co., New York. 

In the afternoon the public group ses- 


} sion on Marketing will hear three speak- 
| ers followed by an informal session. The 
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scheduled speakers are Robert Gray, of 
FueLoi & Om Heat, New York, who 
will discuss current oilheating problems, 
Howard Page, Standard Oil Co. (N. J.), 
New York, with a paper on “World-wide 
Supply and Demand through 1950,” and 
Wallace Hughes, of Hearst Publications, 
who will talk about service stations. 


© 


Illinois Homes Bulletin 
Released On Insulation 
SMALL HOMES COUNCIL of the University 
of Illinois has released number F6.0 of its 
Circular Series to the public, covering 
home insulation. The eight-page bulletin 
is one of a series issued by the Council on 
the various phases of home building. 
After describing insulation and what 
it does, the types of insulation, and where 
it may be installed, the bulletin presents 
tables of typical savings that may be ef- 
fected in one-story and two-story houses 
by different types and thicknesses in the 
ceiling, in the walls, and by weather strip 
and storm doors and sash. The back page 
is given to insulation of pipes and ducts. 


4 
OHI Membership Considers 


Two Constitution Changes 
A SPECIAL MEETING of the membership 


of Oil Heat Institute will be held at 9 
a.m., Tuesday, July 9, at the Hotel New 
Yorker, New York, to amend the con- 
stitution to provide for more than one 
vice-president. Present regulations allow 
only one. Three articles of the constitu- 
tion will be changed to provide for new 
vice-presidents. 
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THIS SIMPLE STORY 
HAS BROUGHT PROFIT 
To Hundreds of Appliance \ 
Dealers All Over America 






































From the user's standpoint, the patented, 
elongated design of the H.C. Little oil burner 
(below) is greatly superior to the round design 
of other vaporizing burners (left). The H. C. Little 
burner will operate on heavy, low-cost furnace oil at very high 
efficiency and with clean, smokeless combustion. In a round burner, 
the high initial oil temperature will “crack” heavy furnace oil, 
causing soot or hard carbon. In the elongated H. C. Little burner, the 
low initial temperature prevents ‘‘cracking’’, soot or hard carbon. 







110V—11V—3V 
Control and 
Ignition Transformer 


Safety Float 


and 
Control Valve 





650° 500° 426° 315° 
Complete 60% 20% Oil 

Vapor- Vapor- Vapor- Temper- 

ization ization ization ature 


Actual test results on Size #2 H.C. Little Oil Burner burning #3 furnace oil (27° Diesel oil) at full load. 


A—Oil is admitted here, spreads out over bottom of burner and is heated and vaporized. 
B—Exclusive, patented 3-Volt Hot Wire Electric Ignition System. C—Primary Air Ports for 
premixture of air and oil vapors before combustion. This premixture produces a rich, soot-free gas. 
D—Secondary Air, admitted through space between upper and lower burner rings, completes 
process necessary for perfect combustion without soot or smoke. E—Prepared gases burn here. 


EXCLUSIVE, PATENTED 3-VOLT ELECTRIC IGNITION SYSTEM 


H. C. Little Electric Ignition is simple, reliable, safe, 
economical—and truly automatic. It is not a hi-low fire 
method and has no pilot light. The burner either operates 
or is shut down completely—no fuel is wasted by a pilot 
fire. The low voltage current consumes very little energy, 
creates no noise or radio interference. 





Established dealers still 
have first call on our 
output, but we suggest 
you write and find out 
the possibilities for the 
fairly near future. 


OL: 


Factory Representatives 
in Principal Cities 


The Greatest Name San Rafael, Calif. 
in Low-Cost Automatic Oil Heat for Small Homes 


BURNER co. 


Dept. 6 
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New Products 


Gilbarco Shows Clutch 
To Delay Pump Start 


THE ECONOMY CLUTCH, an automatic de- 


vice to delay the introduction of oil into ° 


the combustion chamber until an adequate 
supply of air is assured, has been intro- 
duced by Gilbert & Barker Mfg. Co., 
Springfield, Mass. The small clutch is in- 
stalled on the motor-fan-pump shaft of 
the burner between the fan and pump. 
The motor and fan start together, but op- 
eration of the pump is delayed until the 
motor is up to speed. 

The clutch consists of spring-loaded 
arms on the motor shaft which are thrown 
outward by centrifugal force to engage a 
drum on the pump shaft. On the start the 
motor and fan operate to establish a flow 
of air through the draft tube of the high 
pressure burner; as the motor speed in- 
creases the clutch engages to start the 
pump, and the oil spray is introduced and 
ignited in sufficient air to avoid a smoky 
start. When the burner cuts off, the de- 
creasing motor speed disengages the clutch 
and stops the pump while the fan con- 
tinues to turn by the momentum of the 
motor and purges the combustion cham- 
ber. 

Chief claim for the Economy Clutch is 
clean starting and stopping to avoid soot 
formation on the surfaces of the heating 
plant. Officials also point out that the 





motor starts with almost no load, and this 
will lengthen the life of the motor. Tests 
during the last winter on a number of in- 
stallations show savings of 10.9% to 
24.5%, claimed to be due to lack of soot 
which would have been built up in the 


86 


many starts and stops of normal burner 
operation. 

The new clutch will be used on all sizes 
of Esso and Gilbarco burners in the fu- 
ture. 


© 


One Dual Burner Fires 
Furnace and Water Heater 


ONE OILBURNER which fires the heating 
plant and also operates to heat hot water 
in a direct-fired heater, has been an- 
nounced by Freeland L. Jennings, Lima, 
Ohio. The unit, with two draft tubes and 
two nozzle and ignition assemblies, has an 
automatic switching device which gives 
firing priority to the heating plant. Hot 
water is made during the time the ther- 
mostat is not calling for heat. 

Side panels in the fan housing allow 
the water heater to be installed on either 





side of the heating plant. The straight- 
away draft tube and nozzle fires the heat- 
ing plant and another assembly at right 
angles fires the water heater. An air shut- 
ter closes off that draft tube which is not 
in use. 

The heart of the system is the Dual 
Burner Transfer Mechanism, the con- 
troller that selects the unit to be fired. It 
is planned to license any burner manu- 
facturer who wishes to use the system. 


© 
New R & I Chamber Baffle 


REFRACTORY & INSULATION CORP., New 
York 5, N. Y., has announced a new com- 
bustion chamber baffle of the three-legged 
“milk stool” type for installation on top 
of the firebox. The manufacturer claims 
use of the baffle will affect fuel savings up 
to 20% through the reduction of stack 
temperature, and higher COg. 


The baffle is made of a refractory with 
stainless steel reinforcement of the legs 
and cone. Legs of the baffle are adjustable 
to fit any combustion chamber with an in- 
side width of not more than 16!/ ins. The 
cone of the baffle is 11% ins. in diameter. 
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M-H Develops Warm Air 
Grille With Own Control 


DEVELOPMENT of a self-contained, auto- 
matic register for domestic warm air dis- 
tribution systems has been revealed by the 
Minneapolis-Honeywell Regulator Com: 
pany. 

The device, called Grad-U-Flow Regis 
ter, requires no electrical or mechanical 
power other than that which it generates 
itself through temperature changes, said 
John E. Haines, vice president in charge 
of the commercial controls division. 

The new register, which is no larger 
than the conventional warm air outlet, 
has a self-contained system which regu- 
lates dampers to either permit more or 
less heat into the area in accordance with 





the demand. The device is equipped with 
a control setting so that the home owner 
may select the temperature desired for 
each room; after this setting is once made, 
temperatures will hold at the selected 
level automatically. 

Drawing its own power from changes 
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Wate EXTRA Sales 
aud Profits this 
Summer. 


Install THERMOSTATIC HEAT 
CONTROL on all your present Oil Burning 
Space Heaters! 


This new ‘Sales Package” can be installed on any oil 
burning space heater using any A-P Constant Level Oil 
Control made since 1938. This means extra sales to 
most of the customers to whom you sold heaters since 
1939, for they will all welcome the added convenience, 
luxury and oil-saving advantages of Automatic Temper- 
ature Control — steady room comfort at the touch of 
a thermostat dial. 


A-P Model 240-ED 
Electric Heat Regu- 
lator Conversion Set 


EASY TO INSTALL .. . 


Complete Conversion Set in- 





tludes: Electric Conversion 
Top, Wall Thermostat, Trans- 
former, Wire, Staples and nT 10? 
‘ . 101 
full instructions. nil erecteic tae HEATER + 
- 1 NO 
wst & . nt uTROt 









THE ER - 
” pei 7O TRANSFORM 
MOSTAT «= + 


AND WALL- -MOUNTED THER 


AND ANY VAPORIZING BURNER HEATER 1S READY FOR 
AUTOMATIC TEMPERATURE REGULATION. 


AUTOMATIC PRODUCTS COMPANY 


2458 NORTH THIRTY-SECOND STREET, MILWAUKEE 10, WISCONSIN 


DEPENDABLE 
Od Coutrols 


OESIGNED TO ELIMINATE SERVICING 






















For Dependable Humidification 





Here is the humidifier you’ve 
been waiting for. Simple and 
easy to install and designed to 
operate for years with little or 
no atfention. 










Exhaustive study and research 
under actual operating condi- 
tions has dictated the need for a 
simple, easy to clean valve and 
. an acid resisting water supply 
tank. Viking has the solution. 
















ee type action maintains 
he proper water level at all 


SEn= | THE VALVE 


Made entirely of brass and lo- 
cated above the water level in 
the supply tank. Simple rocker 
action...no springs no sliding 
parts. 


THE TANK 


Deep drawn from 24 oz. copper 
in a single piece...no seams... 
no welds. Located outside the 
bonnet or plenum...readily acces- 
sible for occasional inspection 
or cleaning. 


WRITE TODAY 


...get complete information and 
specifications on a dependable 
humidifier. 





























For’ occasional Servicing or 
cleaning the brass wing nut 
can be loosened and the whole 
assembly exposed. 
























isengage the ‘brass c 


assembly can bejrem 
inspection or cleaning. 















AIR CONDITIONING CORP. 2200 eee 
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ARE NOW INSTALLING 


the OIL BURNER that is 


ST 


NEW YORK AREA 


CONSUMER ACCEPTANCE 


I 


LEARN HOW YOU CAN CASH-IN ON 


THIS OVERWHELMING POPULARITY 











in temperature, the register “motor” con- 
sists primarily if a remote temperature 
bulb, a bellows and a lever which posi- 
tions the dampers to maintain the required 
temperature. In operation the bulb, which 
is mounted under a cover on the front of 
the grille, reacts to changes in tempera- 
ture of the induced air from the room and 
causes the bellows to either expand or 
contract. A system of levers attached to 
the bellows opens or closes the dampers 


_in direct and immediate response to room 


temperatures, thus maintaining selected 
levels at all times. The control setting is 
actually a screw-mechanism which alters 
the balance point of the levers. 

Not scheduled for manufacture until 
production lines can be established, the 
Grad-U-Flow Register will be able to be 
installed in all homes equipped with 
forced warm air heating systems. 
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Offers Soot Remover 
And Sludge Solvent 


EASTERN PRODUCTS CO., Fords, N. J., has 
announced a line of Korexo chemicals, 
including a soot remover, sludge solvent 
and a de-greasing compound for the re- 
moval of carbon, gum, paint, grease and 
oil from metal or glass surfaces. 

Korexo “Sooteater” is a powder to be 
sprinkled on hot sooty surfaces. It unites 
with the carbon of the soot to form an 
easily combustible mixture. It is recom- 
mended that it be applied first to the 
smoke pipe through the draft regulator, 
and then to the heating surfaces of the 
boiler or furnace. 

The fueloil treatment, applied “four 
drops to the gallon,” or a pint to each 
1,000 gallons of fueloil to inhibit sludge 
formation. To clear up badly sludged 
tanks it is recommended that the treat- 
ment be used in the proportion of a pint 
to each 400 gallons of oil and sludge. 
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Eddington Introduces 
Air Cones and Stabilizers 


EDDINGTON METAL SPECIALTY CO., Ed- 
dington, Pa., is now ready to supply Air 
Cones and Stabilizers to the oil burner 
industry as a means of getting a better 
fire with greater efficiency. 

Laboratory tests and experience in the 
field have indicated that when Air Cones 
and Stabilizers are properly used higher 














COx’s are obtained. The Stabilizer holds 
the electrodes and nozzle in a firm posi- 
tion while the twist of the fins gives a 
swirl to the air flow. The air flow is car- 
ried through by the air cone at just the 
right point for mixture with the nozzle 


spray. 
© 
Webber Becomes National 
Distributor for Nu-Trojan 


A. R. WEBBER CO., New Haven 11, Conn., 
has become national distributor for the 
Nu-Trojan refractory combustion cham- 
ber manufactured by McLeod & Henry 
Co., Troy, N. Y. 

The new chamber is made from flint 
clay with walls 2 ins. thick. The material 
does not fuse below 3,180°, and is in- 
stalled without retaining bands to hold 
the parts in place. Four sizes are avail- 
able; one consisting of four parts, and the 
other three of six parts, all sufficiently 
small to go easily through a firebox door. 

Each chamber is packed with a “Steel 
Mixture” baffle head and fifteen pounds 
of flooring and bonding materials. Cham- 
bers are available for immediate delivery 
to any part of the country, according to 
the distributor. 





CUTS INSTALLATION COSTS 
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Only oil-burning boiler delivered with con- 
trols, burner and circulator mounted and 
wired at factory! You just “pick it up .- 
set it down ... plug it in!” 

Actrite Equipment Company, 
Dea nitien, : 768 St. Paul St., W., Montreal 3, Can. 


PENN BOILER & BURNER MFG. CORP. 
LANCASTER, PENNSYLVANIA 
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SILOO Good Will 
FUEL OIL 
TANK SOLVENT \ 





Ambassador 














10lds 
ms FOR MAXIMUM 
esa 
| Car ‘ 
the BURNER EFFICIENCY 
ozzle 
SILOO FUEL OIL TANK SOLVENT is the positive, | 
safe method of cleaning fuel oil storage tanks and | 2 P Z 
jan equipment. This easy-to-use liquid disperses water | VERY Quiet May Oil Burner is 
J due to condensation—clears clogged pipe lines, oil | accompan ied b yag ood will 
ynn., filters, strainers and burners. Just pour it into the | , : 
the tank. By using SILOO, free flow of oil for improved | ambassador ons working for Quiet May 
am- combustion and heater operation is assured. dealers every day in the year... 
enr e . . , . 
? SILOO FUEL OIL TANK SOLVENT is absolutely confirming Quiet May's leadership . . . 

flint harmless to fuel and equipment. It is non-inflammable, | reassuring Quiet May owners that they 

- non-explosive, non-toxic, non-corrosive—always safe h fi 3 t t 
erial to store and use. Ideal for space heaters, oil stoves, have made the very tinest investmen 
5 Ine kerosene lamps, Diesel engines, etc. in oil heat. 
hold | 
vail- SILOO FUEL OIL TANK SOLVENT is nationally The “ambassador’s”’ name is Depend- 
] the advertised and boasts a large, eager market. Dis- 1s . ‘ 
tly tributors and jobbers—take advantage of this | ability. His credentials are the way our 
we widely accepted product—write for details today! oil burners are built .. . quality- built 
Steel through and through, from first to last. 





ynds SOLVENTS FOR ALC TYPES OF PETROLEUM RESIDUES 
1am: [bt foun 0 Ivents Dependability naturally wins good 


very conppedrses will . . . everywhere and always. 
g to (Tank Solvents Division) 


General Offices: 331 Madison Avenue, New York 17, N. Y. 

—--- Plant and Laboratories: Port Reading, New Jersey 

Petroleum Solvents Corp. of Canada, Ltd. 
Dominion Square Bldg., Montreal 
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MAY OIL BURNER division of GEROTOR MAY CORP. 


. Maryland Ave. and Oliver St. = Baltimore 3, Maryland 
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RC OIL SEAL 


AN OLD 
PRODUCT 





NON-BREAKABLE 
PLASTIC 
CONTAINER 


BRUSH IN 
CAP FOR 
CON- 
VENIENT 
AND 
ECO- 
NOMICAL 
APPLICA- 
TION 





For use with oil and oil de- 
rivitives, ammonia, Freon 


gas, alcohol, and gasoline. 


Seals against high pressure 


and vibration. 








Ridgefield Chemical Products 
Company, Incorporated 
Ridgefield, New Jersey 


Distributed Exclusively in 
Greater N. Y. and Conn. by 
VIN'S 
Oil Burner Parts Supply Co. 


3614 E. Tremont Avenue 
New York 61, N. Y. 
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Humidifier Uses Stack 
Heat To Vaporize Water 


A DOMESTIC HUMIDIFIER for use in either 
warm air or radiator heated homes, has 
been announced by The Presto Water 
Heater Mfg. Co., Hartford, Conn. The 
unit is installed in the smoke pipe and 
uses escaping heat in the stack to evapo- 
rate water which is automatically fed into 





wor anes 


the unit. There are no restrictions in the 
unit to interfere with draft, according to 
the manufacturer. 

The humidifier comes completely as- 
sembled and ready to mount on the smoke 
outlet of the furnace or boiler before the 
smoke pipe is attached. Actual water 
evaporating capacity will depend on the 
stack temperature at the outlet of the 
heating plant. 


© 


Space and Water Heaters 
Introduced by Motor Wheel 


MOTOR WHEEL CorP., Lansing, Mich., in- 
troduced a new line of space heaters and 
water heaters to distributors at three re- 
gional meetings recently. All are fired by 
the company’s Duo-Therm Dual Cham- 
ber Bias Baffle vaporizing type oilburner. 

The space heaters are styled like period 
furniture in Hepplewhite and Chippen- 
dale designs with low console outline. 
Also new is the “Sportsman” model for 
cabins, trailers and other space heating re- 
quirements of not more than 20,000 Btu 
per hour. Most models are available with 
‘Power Air” unit, a package blower with 
a capacity of 300 cu. ft. of air a minute, 
which may be installed at either side or in 
place of the radiant doors on the front. 

The company’s new line of storage-type 
water heaters are finished in white enamel 
jacket over the insulated storage tank. 
The hourly recovery rate is equal to the 
capacity of the storage tank. 


July 
1946 





Offices and Representa- 
tives in Principal Cities 











“Cast Iron, 
of Course!” 


Real estate management execu- 
tives who know say cast iron 
—whenever they are consulted 
on the best type of boiler for a 
new building or for replacement. 
For experience has taught them 
these important facts about 
cast-iron boilers: 


They last longer — their cost 
per year is lower... they suc- 
cessfully resist corrosion and 
rust ... they are sectional — 
easily installed and replaced... 
they are easily cleaned and 
maintained at low cost. 


Men who know also agree 
upon H. B. Smith Cast-Iron 
Boilers as the leaders in the 
field. For every commercial, in- 
dustrial, institutional or residen- 
tial use, for all fuels and fuel- 
burning methods, they recom- 
mend them without hesitation. 


Write for a free catalogue of 
H. B. Smith Cast-Iron Boilers. 
And specify them with confi- 
dence, always. 


Se 


CAST-IRON BOILERS 


THE H. B. SMITH CO., INC. 
WESTFIELD, MASSACHUSETTS 
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18% of All Ford V-8 
Trucks Ever Sold Are 
Still in Use! 
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A NEW HOME FOR HAGO! 


With larger and more 
modern facilities our 
production will be in- 
creased and we shall 
again be in a position 
to invite the inquiries 
of manufacturers and 


distributors. 





AFTER JULY 15TH OUR ADDRESS WILL BE: 


HAGO PRODUCTS 


1281 SPRINGFIELD AVE. 
IRVINGTON II, N. J. 




















No longer 


Now You need you lose 


the profit on 

3 rush jobs _be- 
Don't Need cause you don’t 
have the correct 


Ke) Tu ga shape of combus- 


b tion chamber in 

stock. If you 
Down Jo 5 have one R & I 
Chamber of the 
size needed, it 
can be made round, rectangular or pear- 


shaped to fit any burner from 1 to 1.65 gals. 
of oil per hour. No cutting or fitting is needed. 





Bonding clips hold sections together with- 
out cement. With every R & I Chamber there 
is enough Hearth material to make a 114” 
thick floor and to cement around oil burner 
blast tube. 


If your supply house can’t furnish R & I 
Chambers, write us and also ask for Bulletin 


OB-96. 


REFRACTORY & INSULATION CORPORATION 


Manufacturers of Refractory Cements and Insulations 
for every condition since 1928. 


116 Wall Street, New York 5, N. Y. 
G Chicago 4, Ill. Philadelphia 3, Pa. 
Detroit 16, Mich. Newark 2, N. J. 


R & | Combustion 


Chamber 
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Has Stainless Steel 
Combustion Chamber Baffle 


PETROLEUM EQUIPMENT MEG. CO., New 
Haven 6, Conn., manufacturer of Pemco 
stainless steel fireboxes, has announced a 
new stainless steel firebox baffle of the 
hanging type. This baffle is cone-shaped 
and hangs by chain over the combustion 
chamber, reflecting heat back toward the 
flame, and deflecting hot gases toward 
the heating surfaces. 

Baffles are made in five sizes ranging in 
diameter from 12 to 24 ins. It is claimed 





they can be installed in fifteen minutes, 
and become red-hot very quickly after the 











One Picture Is Worth 
Ten Thousand Words... 





Silent-Flame Oil Burners are the product of 29 years of 
oil heating experience. 


Models from 1 gallon-per-hour to 20 gallons-per-hour. 


Standard Equipment. 


Precision Built. 


SILENT-FLAME MFG. CO., Inc. 


2315-27 Westchester Ave. 


New York 61, N. Y. 
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burner starts. The manufacturer recom- 
mends the baffle for warm air furnaces 
and round boilers with short flue travel. 


© 


Magnifier Offered for 
Oilburner Nozzle Work 


OILBURNER NOZZLE inspection is simpli- 
fied by a new magnifier being offered by 
Gibson, Page Co., Rochester, N. Y. It is 
designed primarily for inspection of high 
pressure burner nozzle parts to find rough 
surfaces, or specks of sediment in the slots, 
swirl chamber or orifice. 


The magnifier is made of shatter-proof 
glass, and is encased in a handsome cop- 
per frame with handle. 


© 


Bacharach Has Dial Type 
All-Steel Stack Thermometer 


BACHARACH INDUSTRIAL INSTRUMENT 
Company is now producing an all-metal, 
dial-type thermometer for indicating tem- 
peratures from 100° to 950° F. It is pro- 
vided with a slip-on handle which pro- 
tects the operator’s hand when the instru- 
ment is in portable use. The handle can 
be easily detached when the instrument is 
to be used as a permanently-mounted in- 
dicating thermometer. 





Features claimed for this instrument 
include: Quick response to temperature 
change; all-metal construction which gives 
maximum protection against vibration, 
shock, and rough handling; precision bi- 
metallic temperature element has no 
pivots, mechanical linkages, or gears and 
is stated to provide sustained accuracy 
within 1% of scale range; designed to 
withstand momentary over-scale tem- 
peratures within 10% of scale range. 


July 
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2nd Edition .. . Enlarged! 


BETTER 
OILHEATING 


A Service Guide 


Operation and Maintenance of 








Dilheating Systems. 


(SECOND EDITION — ENLARGED) 
PRICE...$2.00 


FUELOIL & OIL HEAT 


232 Medison Ave. Mew York City, 16 


A USEFUL REPRINT VOLUME OF THE BEST MATERIAL THAT HAS BEEN PRINTED 


This collection of articles from Fueloil Journal, Air Conditioning and Oil Heat 
and from Fueloil & Oil Heat covers trouble shooting, field repair, and efficiency 
testing to save oil. It is a valuable book for individual study or as a supple- 
mentary text for service schools. For all dealers, service and installation men. 


TYPICAL CONTENTS: 

Fireboxes: First-Rate Fireboxes—Facts about Fireboxes—Hot Flames. 
Draft: Solving Draft Problems. 

Wiring: Locating Wire Defects—Handling Electrical Trouble. 

Motors: Keep ’em Rolling (Parts I and II). 


Controls: Principles of Electric Relays -- Motor-Starting Relays — Electrical Test 
Benches. 


Nozzles: Handling Nozzle Trouble—Bench Tests for Nozzles. 


Pumps: Handling Oil Pumping Trouble—Service on 2-Stage Pumps—Service on Auto- 
matic Valves—Service on Pump Glands. 


Baffles: Proper Baffles Save Oil—More Heat per Gallon. 


Efficiency: What CO, Means—Brass Tacks of Combustion Testing—W hat? No Instru- 
ments?—Know COz2 from I[O0U—Five Ways to Figure GPH Rates—Effects of Fir- 
ing Rate on Cost. 


Heating: Shortcuts to Heat Loss Data—It’s all in the Venting. 
Water Heating: Plenty of Water—Low Cost Hot Water. 


Bound in heavy paper cover, 8/2" x 11". Nearly 100 text pages and 125 illustrations 
besides numbers of tables and short service hints. 


Price $2.00 per copy, (We pay postage) 


Please send check, money order or cash with order to avoid bookkeeping on 
the thousands of small orders we must handle to service the field. 


AVAILABLE ABOUT AUGUST 15th 
(DETACH COUPON AND MAIL WITH CHECK OR MONEY ORDER) 

















FUELOIL’ & OIL HEAT 
232 Madison Avenue, 
New York 16, N. Y. 


Sond me ........... copies of "BETTER OIL HEATING." $............ is attached. 
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Timken Meets With 

New England Dealers 
TIMKEN SILENT AUTOMATIC entertained 
about 200 members of its New England 
dealer organization at an afternoon meet- 
ing during the Annual Exposition of Oil 
Heat Institute of New England. A short 
business meeting, addressed by T. A. 
Crawford, general sales manager, was fol- 
lowed by refreshments and an informal 
reception. 

Mr. Crawford explained that dealers 
had been receiving no equipment in re- 
cent weeks due to the plant being closed. 
He said little material was available, and 
the plant had been closed to build up in- 
ventories to a point where production 
might be resumed on a reasonable scale. 

“We expect to deliver as much by the 
end of September as we could have de- 
livered by keeping the plant running at an 
uneconomic rate during this period of 
shortages,” Mr. Crawford said. “No 
Timken dealer will lose a single burner 
due to the shut-down.” He said the com- 


pany probably would produce about a 
third of the annual normal year’s produc- 
tion this year. 

The meeting was under the direction of 
Larry Holman, New England manager, 
who introduced the speaker. Other Tim- 
ken officials present were W. F. Rockwell, 
president; Ed Haugen, chief engineer; 
Bob Marberry, advertising manager; 
Frank Nowak, field representative; and 
Jack Williams, advertising representative. 


Victor Furnace Sold 


VICTOR FURNACE COMPANY, Salem, Mo., 
has been purchased by J. LeRoy Farmer, 
Cedar Rapids, Iowa. Mr. Farmer is at 
present owner of Canning Factories in 
Iowa, a large hemp mill in Beaver Dam, 
Wisconsin, and operates several farms 
near Cedar Rapids. 

This is Mr. Farmer’s first venture in the 
furnace business, but he has engaged C. 
M. Selby, Michigan, as General Manager 
of the business. Mr. Selby has had many 
years of experience in the furnace busi- 
ness as production manager, sales and de- 
velopment. Mr. Selby has already located 
in Salem, and takes over management at 
once. 


The same personnel will be retained at 
the plant, and the new owner will manu- 
facture Furnaces, Septic Tanks, Oil Sup- 
ply Tanks, etc., and do general installa- 
tion work as well as manufacturing. 

y 
Gulf Starts Exploration 

For Oil With “Flying Eye” 
A NEW ERA of oil exploration, in which 
the underground structure of the earth’s 
most inaccessible ocean, jungle, and 
mountain regions may be “mapped” from 
the air, has been ushered in by Gulf Oil 
Corp. 

The new development—transformed 
during the war into a secret weapon for 
defeating enemy submarines—is expected 
to speed-up discovery of the world’s re- 
maining uncharted oil resources. 

The “flying eye,” or airborne mag- 
netometer as the device is technically 
named, represents the first practical 
means of oil surveying from the air; the 


' j 
fastest known means for securing geo | 


physical prospecting data of any kind, 
and probably the cheapest. 

In preliminary oil surveys, it gives a 
continuous magnetic chart, in grid style, 
over hundreds of miles of difficult terrain 





RECOMMEND 
Che Automatic 


T.U.X. 
OIL PUMP 


Heart-Beat of the Burner's Oil ew 


Capacity: 
30 Gallons per Hour 


Self-Priming 
Trouble-free 
Silent and Leak-proof 
Vapor and Oil Tight 


All Parts 
Interchangeable 












You Can’t Go Wrong 


WITH AN 
At-a-glance 
Oil Gauge 


BECAUSE 


1—It has a simple sturdy 
construction-—no gears or 
intricate mechanism to go 
wrong or wear out. 

2—It is approved and listed 
as standard by the UN- 








SR aS ENC. LABO.- 




























RATORIES 
8—It is guaranteed leak- 
proof, built to withstand 





a high pressure. 

4—lIt ie at —- in appear- 
ance, and is the only 
gauge on the market that 
can be read “AT-A- 
GLANCE” from any di- 
rection. 








5—It is easily installed and 
is made in sizes to fit any 
standard. Horizontal, 

round or vertical tank. 


AT-A-GLANCE 
GAUGES 
Can be purchased 
from jobbers 
throughout 


‘the United States 
and Canada. 


TEESDALE MANUFACTURING CO. 


427 MARKET AVE., GRAND RAPIDS 3, MICHIGAN 
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KRUEGER SENTRY GAUGE COMPANY 


1056 West Mason Street Green Bay, Wisconsin 
Write for complete details today. 
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in a few hours, where ground prospecting 
might require weeks or months. 

It introduces the only means of mag- 
netic prospecting over water. 

Research on this instrument, basically 
a magnetic detector which could be air- 
borne, was begun in Gulf research labora- 
tories in 1940, and a successful test flight 
made in early 1941. Then fate altered 
its use from a tool of production to a war 
weapon. 
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Air Shipment Sends 180 
Burners to West Coast 


A FLYING BOXCARLOAD of one hundred 
eighty HomEase domestic oilburners left 
Newark Airport, June 21, aboard a 
Douglas DC-4 Skymaster liner for Seat- 
tle, Wash., where they are urgently 
needed to complete unfinished homes. The 
oilburners, complete units, ready to in- 
stall, are the product of the HomEase 
Products Division, Inc., of the Bogue Elec- 
tric Co., Paterson, N. J. They were flown 
to McKay Appliance Co., Seattle, by 
California Eastern Airways, an aircargo 


company. 





E. P. Schinman, president of Bogue 
Electric Company, said that the shipment 
was being made by air to permit the com- 
pletion at the earliest possible moment, 
of homes being built for returning ser- 


vicemen. The plane load of burners, he 
said, represents the largest single ship- 
ment made by Bogue since the concern’s 
reconversion of its facilities to peacetime 
production. 





And Keep It 
Out With 


AUTO-VENT 
AIR ELIMINATORS 


Circulation Troubles? 






Se 
Se" 0.0. 
, COPPER 
TUBING 





Venting Cast Iron Hot 
Water Radiator 









Don’t fight air pockets or traps in hot or cold circulating 
lines! “Get that air out of there” and keep it out simply by 
installing the No. 7 Maid-O’-Mist Automatic Air Vent. This 
reliable air vent has a self-closing 
float-controlled valve and is de- 
signed especially for circulating 
pipe lines, convector radiators, unit 
heaters, cooling manifolds, tanks, 
diesel engines, or any other appli- 
cation where air pockets or traps 
retard the free circulation of liq- 
uids. For pressures up to 75 Ibs. 
Bright brass finish. 


PLAY SAFE—USE ONE ON EVERY JOB 
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> MONARCH 
| BURNER 


Air Mixing Equipment is again available for 
314", 4”, 414”, 434” and 6” I.D. Air tubes—No 
restriction on quantities and immediate ship- 
ment of small orders. 


STAINLESS STEEL NOZZLES 


Production is at the highest rate in our his- 
tory, but quantity orders must be placed well 
in advance of required delivery dates. 
Emergency orders for one or two nozzles 
are being shipped immediately. 


Write for Catalog D - 


















ACCESSORIES 
AIR CONES and 
STABILIZERS: 


Proper air-oil mixture is es- 
sential for efficient burner 
operation. Proven Monarch 






MONARCH MFG. WORKS, INC. 


E. WESTMORELAND & SALMON STS., PHILADELPHIA 34, PA. 
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New Taco Price Sheets 


NEW WHOLESALER’S price sheet gives net 
costs on all Taco products after the re- 
cent increase just allowed by O. P. A. to 
partially meet higher manufacturing 
costs. 

All unshipped orders placed prior to 
June 7, 1946, will be billed at prices in 
effect at the time of shipment. This is in 
accordance with Taco’s Sales Policy as 
published in previous price sheets. 

The backlog of orders on hand for Do- 
mestic Taco, Multi-Coil Taco and Tank- 
less Taco Heaters as well as Taco Hot 
Water Specialties is still very large. How- 
ever, they can ship most Factory Ship- 
ment Items 5 to 6 weeks after receipt of 
order. 


Evans Manual Released 


DISTRIBUTION of the Evans 1946 home 
heater and water heater service manual is 
announced by C. C. Van Wagoner, Ser- 
vice Manager of the Heating and Appli- 
ance Division of Evans Products Com- 
pany, Detroit. Copies of the manual are 
available to all distributors and dealers at 
a small nominal fee. 
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GREATER PROFITS! 


The 46 page manual, bound in blue 
leatherette and illustrated with 82 photo- 
graphs and illustrations, contains, in ad- 
dition to sections on installation and ser- 
vicing, chapters on the basic theory of 
combustion, causes and corrections of 
heat losses in homes, methods of deter- 
mining heat loss, functioning of chimneys 
and drafts, and a chart of United States 
climatic conditions. The climatic chart 
lists average, lowest, and design tempera- 
tures, and prevailing wind direction and 
average velocity in each state. 


Sinclair Starts Schools 


SINCLAIR REFINING COMPANY is conduct- 
ing this summer a series of three-days 
schools for its sales personnel, covering 
fueloils and their application to modern 
oilburners, at the East Chicago Burner 
Laboratory of this Company. The sessions 
are organized by Fred V. Anderson, fuel- 
oil manager, and Al Golnik, combustion 
engineer, and include a study of the latest 
developments in electric controls and a 
visit to the Underwriters Laboratory in 
Chicago, where oilburners and space heat- 
ers of all types are constantly being tested. 





Sundstrand Wins Safety Award 


SUNDSTRAND MACHINE TOOL COMPANY 
has been awarded the Liberty Mutual In- 
surance Company’s Accident Prevention 
Flag in recognition of its outstanding 
achievement in preventing accidents in 
their plant. Presentation ceremonies were 
held at a meeting of the Sundstrand Safe- 
ty Committee. 

For three years, 1942 through 1945, 
this plant held its lost time accidents at a 
point 53% better than average for the 
machine tool industry. 


Much of the credit for this record is [{ 


due to the enthusiastic cooperation given 





by the employees to the policies of the | 
Safety Committee. | 


Tells Suppliers With Music | 


GLOBE EQUIPMENT and Supply Co., New 
York, has circularized its suppliers with 
music and a plea for help. The music— 
and the text of the letter—says “I’ve Got 
Plenty of Nothing.” The text further 
asks for “at least something to keep me 
going” and ends with the hope the manu- 
facturer can make his reply “sound like 
sweet music.” 





























The Fuel Oil Conditioner Backed 
By More Than 100,000,000 33 
Gallons of Fuel Oil Experience 3333 
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FOR THE MAN WHO MUST 





KNOW ABOUT PUMPS 


If it is your job to see to it that the right pump 
is used for the pumping problem at hand, be 
sure you have the latest information on Viking 
Rotary Pumps. 

These pumps are self priming; capable of de- 
livering against discharge pressures up to 200 ' 
pounds per square inch; smooth, even flow é 
with no pulsation; operate at slow speed for 
long, dependable life; only two moving gear 
within a gear” parts assure low cost 
operation and service. . 
If your problem is pumping fuel oil 
for truck delivery, send for free bul- 
letin 1506EE today. It will help you 
in making the right selection. 



































VIKING PUMP COMPANY 


CEDAR FALLS, IOWA 
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Brown Buys 5-Story 
Philadelphia Site 


IN PREPARATION for physical expansion, 
the Brown Instrument Co., Philadelphia, 
has made outright purchase of the five- 


story and basement structure at 2221 


North Broad Street. 

The Brown division of Minneapolis- 
Honeywell Regulator Company leased 
the 57,000 square feet of floor space at 
the North Broad Street address last sum- 
mer, immediately using the site for stor- 
ing materials and supplies. 


Opens N. Y. Terminal 


GEM OIL corRP., Flushing, N. Y., opened 
anew bulk fueloil terminal June 28, 1946. 
This newly formed organization is an 
afhliate of the Filtered Fuel Oil Corp., 
Brooklyn. The president of the new cor- 
poration is Leon A. Serota and the treas- 
urer and secretary Samuel H. Krone. 
The plant embodies the very newest 
in mechanical construction of what a most 
eficient fueloil terminal should contain. 
Designed, primarily, for speed and efh- 
ciency some of the newest devices include 
deep well pumps capable of loading 





trucks at over 4,000 gallons per minute. 
The meters are equipped with set stop 
devices which enable automatic loading 
at prearranged gallonages. The dock fa- 
cilities to provide for incoming fueloil 
barges are the largest in the entire Flush- 
ing area. 

The products to be handled include 
kerosene, No. 2 fueloil, industrial distil- 
late No. 5 fuel, and both premium and 
regular gasoline. For the present, storage 
capacity is one and one half million gal- 
lons. However, there is ample space on 
the property to provide for an additional 
5,000,000 gallons storage. 

Gem Oil Corporation as Filtered Fuel 
Oil Corporation will be operated to serve 
a strictly wholesale business. 


May Joins Plants 


GEROTOR MAY CORPORATION, manufac- 
turer of air and hydraulic units for indus- 
trial applications, announces the consoli- 
dation of its Logansport, Ind., plant with 
its main plant in Baltimore. 

This consolidation involves the trans- 
fer of Gerotor May’s entire Air and Hy- 
draulics Division to the Baltimore plant, 


where expanded facilities are available 


and where centralization of all engineer- 
ing, production and sales activities will re- 
sult in increased efficiency. 


New Petco Folder 


B. A. PETERSON CO., Dowagiac, Mich., 
has issued a new folder on the Petco inter- 
locking combustion chambers for domes- 
tic oilburners. The chambers are made in 
round vertical and rectangular types with 
interlocking sections that ease installation. 
The company also makes combustion 


chamber baffles. 
© 


A. P. McGlynn, president of McGlynn 
Oil Co., Minneapolis, and a prominent 
member of the local oil industry, died 
June 6. 


Harold C. Hickock has been named 
Central District manager of the B. F. 
Sturtevant Company division of West- 
inghouse, with headquarters at Pitts- 


burgh. 


A. A. Sadley has been named a vice- 
president of Hajoca Corp., Philadelphia. 
Mr. Sadley joined the company in 1907. 








PARK SQUARE BLDG. 17 BATTERY PLACE 





GULF OIL CORPORATION 


1515 LOCUST STREET 


BOSTON 17, MASS. NEW YORK, N.Y. PHILADELPHIA, PA. 
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Wiring for Hot Water 
(Continued from page 46) 


article. It is a reverse-acting boiler tem- 
perature control which certain installa- 
tions need, since without it the tanks may 
become cold occasionally, for example on 
cold mornings when setting up the room 
thermostats causes the circulators to run 
steadily for an hour or two and when at 
the same time there is a heavy demand for 
hot water from the tank. 

With Control 4 in the circuit, but with- 
out Control 5, setting up the room ther- 
mostat when the boiler is below 165° 
causes the oilburner to start at once— 
but under these conditions the circulator 
remains idle until the boiler temperature 
is increased to 165° by operation of the 
oilburner. Only after that does the circu- 
lator start. The reason for this is, of 
course, that reverse-acting Control 4 was 
installed to keep the circulator from op- 
erating until the boiler temperature was 
above the point for which this control is 
set. 

On actual installations, when this did 
not interfere with providing a good 
supply of hot water, it was found desir- 


able to start the circulator with the oil- 
burner when the room thermostat called 
for heat. This gave steadier heat during 
mildly cold weather by eliminating flood- 
ing the radiators with boiler water at 
about 165°, reduced the oil consumption 
by permitting heating the house most of 
the time with lower boiler temperatures, 
and gave heat to the radiators more quick- 
ly after the room thermostat circuit closed. 
Therefore Control 5, a reverse-acting 
tank temperature control, was installed to 
cancel out the action of Control 4, when- 
ever the hot water tank is warm enough 
and therefore there is no disadvantage in 
starting the circulator simultaneously 
with the oilburner. Thanks to the action 
of Control 5, Control 4 prevents the cir- 
culator from chilling the boiler only when 
the boiler should not be chilled. That is, 
when the tank is warm enough as it gen- 
erally is in winter, Control 5 shunts Con- 
trol 4 and renders it ineffective; but 
should the tank occasionally be in need of 
heat from the indirect water heater, Con- 
trol 5 would be in its “off” position, and 
Control 4 would prevent the circulator 
from starting and chilling the heating 
boiler and indirect water heater. Rarely 


is the action of Control 5 needed, since 
any chilling of the tank causes Control 3 
to start the burner. The way it works out 
on actual installations, Controls 4 and ¢ 
permit use of a small flame for a heavy 
heating load. With a heavy heating load 
and a low firing rate, even with the burner 
in operation a few minutes because the 
tank control has started it, cutting in of 
the circulator could chill the boiler unless 
Control 4 prevented this. Control 4 
should prevent this when Control § is 
cool, in its “off” position, because the tank 
is cool. This boils down to making a “pre- 
ferred load” of the hot water tank when- 
ever the burner is unable to keep the boil- 
er temperature high with a heavy heating 
load and a heavy water heating load on 
the boiler. 

To gain the reverse-acting features of 
Controls 4 and 5, actually only one extra 
control has to be installed. That is Con- 
trol 4. The action of Control 5 is obtained 
by using a tank temperature control 
which has two separate 110-volt mercury 
tubes. With this control cool, one mer- 
cury switch is in the “on” position and is 
the equivalent of Control 3 in Diag. 3, 
but the other mercury switch in the same 








FUEL OIL 
FILTERS 


WITH THE FAMOUS 


CHEMISTONE UNIT 


The original controlled 
porosity element. 


Klemm Fuel Oil Filters in- 
sure a steady flow of oil to 
burners. Every oil heater 
needs this protective device. 
You profit by recommending 
it—a good margin on each 
sale, increased customer 
good-will and fewer calls for 
emergency repairs. 





Liberal discounts to dealers. 
Export Division: Guiterman Co., 
35 William St., New York 4, New York 
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GUARDIAN 
FLEXIBLE 





GUARDIAN PRODUCTS CORP. 


218 E. Michigan St., Michigan City, Ind. 












Sleeve end of coupling is 
close sliding fit on blower 
wheel hub. Power is trans- 
mitted through four spline 
ribs of coupling fitting 
four spline grooves in 
blower wheel hub. 





| 
| 
| This exclusive direct drive coupling, with rubberized 
| cushion gripped permanently, has no parts to get out 
of order, or to lubricate. Minimizes misalignment, free- 
end float, and backlash. Custom-made for specific job. 


Immediate attention. More 
than 300,000 tested and 
proved in oil burners dur- 
ing the last five years. 


Regular Guardian Coupling 


WRITE 


WIRE 
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More Ford Trucks in Use 
Today Than Any Other Make! 











GENERAL CONTROLS 


OIL HEATING PACKAGE SET 





T-23 Package Set 


For thermostatic control of furnaces, 
circulating heaters, conversion burners, 
— where #4 and lighter oils are 
used. 


ni eg and economical T-23 Packaged Con- 


trols are easy and quick to install on new and old 
installations. 

Complete Set Includes 
Silent A.C. Type K-20-3 Oil Valve with by-pass ad- 
justment for minimum flow regulation or vot: T-70 
Two-wire Metrotherm Thermostat; General T-O 
Transformer and 30 feet of wire. Everything neces- 


sary for immediate installation. 
Write for Catalog 52B. 


CONTROLS 


GLENDALE 1, CALIF. 


GENERAL 


801 ALLEN AVENUE 





FACTORY BRANCHES: PHILADELPHIA * ATLANTA * BOSTON * CHICAGO * DALLAS 
KANSAS CITY ¢ NEW YORK * DENVER * DETROIT * CLEVELAND * PITTSBURGH 
HOUSTON * SEATTLE * SAN FRANCISCO * DISTRIBUTORS IN PRINCIPAL CITIES 














BAROMETRIC DRAFT 
CONTROLS 





THE LEADING 
OIL BURNER 
CONTROL 


Tops in Efficiency 
Holds DRAFTS TO THE 
“IDEAL MINIMUM" 





The Cole Draft Governor can be installed on any angle, 
even on elbow, without taking down pipe. Equipped 
with graphite oilless bearings, asbestos padded stops 
and non-chatter springs for pulsating fires. 


EASY SELLING—PROFITMAKING 
Immediate Deliveries 
STOCK UP NOW! 


We manufacture a complete line of Draft 
Controls including Draft Korektors, Cole 
DRAFT Governors and Sullivan DRAFT Sta- 
bilizer, Wire or Write for full details. 


COLE-SEWELL 
ENGINEERING COMPANY 


(Formerly Cole-Sullivan Eng. Co.) 
2288 University Ave., St. Paul 4, Minn. 


Guarpinc 
24 HOURS A DAY 




















FITZGIBBONS 


for STEEL BOILERS 


All the valuable experience of sixty years 
is applied in the desian of Fitzqibbons boil- 
ers for use with oil burners. The inevitable 
result is exceptional fuel economy, rapid 
steaming, maximum burner performance. 
Whether for the small or large heating job, 
specify Fitzgibbons and be sure. 


Fitzgibbons Boiler Company. Inc. 10) PARK AVE. NEW YORK 17,6. ¥ 
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control is in the “off” position and is the 
equivalent of Control 5 in the diagram. 
When the tank temperature control 
reaches 120°, it snaps to the other posi- 
tion and gives the effect of opening Con- 
trol 3 and closing Control 4 in the dia- 
gram. 

In adjusting an installation using the 
control wiring of Diag. 3, Controls 1 and 
2 are set high as indicated so that the 
boiler temperature will reach its practical 
peak when a great deal of hot water is 
needed. The boiler temperature will be 
at that peak only when hot water is 
needed. In summer, the aim is that the 
tank will be well heated after Control 3 
snaps “on,” and following one “on” pe- 
riod of the burner there will be no firing 
of the boiler for eight to twelve hours. 
The serviceman should place either Con- 
trol 1 or 2 in normal use by setting it be- 
low the other control by about ten de- 
grees; one control should definitely be 
used for standby and ultimate safety. A 
complete check-up on the job calls for 
testing the operation of both controls, of 
course. The tank temperature control, 
Control 3, usually is set at about 120° or 
125° as this gives hot enough water from 


the faucets, the top of the tank being 
hotter than the control which is halfway 
down the side of the tank. Avoid setting 
this control needlessly high, so that it does 
not go to its “on” position frequently 
and stay there many hours a day. As Con- 
trols 3 and 5 are really one control, as 
has been covered, there is no separate ad- 
justment for the Control 5 shown in the 
diagram. Control 4, the reverse-acting 
boiler temperature control, seldom is 
called into action but should keep the 
boiler from chilling when this protection 
is needed. Good results come of setting 
this control between 150° and 170°. Set 
it at 150° usually; should this result in 
the tank’s ever becoming cold, set it 
higher and higher until you reach the 
peak of 170°. If the hot water tank still 
becomes cool at times, probably the in- 
direct heater or the tank is too small for 
the hot water load, the coil of the indirect 
water heater is plugged, or the trouble is 
caused by some similar shortcoming which 
has nothing to do with the adjustment of 
the controls. 

Three limit controls really can give the 
action of Diag. 3, and certain dealers are 
taking advantage of this possibility. They 


provide only one high limit control, in- 
stead of provide two in series as Diag. 3 
shows. They install one tank tempera. | 
ture control, with two mercury switches | 
to give the action of Controls 3 and 5 in | 
the diagram, as has -been covered. They 
install one reverse-acting control on the 
boiler, as Control 4 in the diagram. Safe- 
ty is somewhat reduced obviously by 
using only one high limit control, but 
these dealers justify this by pointing out 
that this control does not start and stop 
the burner all the time, for ordinarily 
when maximum boiler temperature is not 
needed the burner is held idle by other 
controls. Simplifying Diag. 3 to include 
only three limit controls instead of the 
five shown in the drawing brings out the 
point that once dealers learn these special 
layouts they often find ways to reap the 
original valuable advantages, still cut job 
costs to rockbottom. 

Dealers are not urged to start at once 
to use these special, more economical con- 
trol layouts for every installation they 
make. To be practical, it is recognized that 
right now controls are hard to get. Still, 
the farsighted dealer does well right now 
to become familiar with such special lay- 





@ SETTLES 


temperature extremes, and frequency of 
temperature fluctuations. Compact, self- 
contained; no electrical connection; 
requires no watching. 

The TEMPSCRIBE can save your time and 
money on service calls—and build your 
reputation for reliable, expert service. 


Write for Bulletin 704 


Se ae INSTRUMENT CO. 


7000 BENNETT STREET, PITTSBURGH &, PA. 


National §{ Cole-Sewell Engineering Co., St. Paul, Minn. 
Distributors 
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@ SHOWS NEED FOR REPAIRS OR 
MODERNIZATION OF HEATING 
INSTALLATIONS ! 


@ DEMONSTRATES THE HEATING | 
COMFORTS THAT WILL RESULT | 
FROM THE RECOMMENDED | 
IMPROVEMENTS | 


MATICALLY AND KEEPS YOUR 
CUSTOMERS SATISFIED! 


The TEMPSCRIBE Temperature Recorder makes round-the-clock 
records that show highest and lowest temperature for 24 hours, 







Melchior, Armstrong, Dessau Co., Inc., Ridgefield, N.J. 
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BALLOFFET y LN COMBUSTION ‘ INSTRUMENTS 


C0, 


NOZZLE ao” 


Flue Gas 


manufactured by m 
ermometer 


either 


DELAVAN ENGINEERING CO. 
DES MOINES, IOWA 


Under Exclusive License From Balloffet “ 






Simple to operate. Gas analysis in 15 SECONDS. 


BALLOFFET DIES & NOZZLE CO. pect Sere en cre nerel 








GUTTENBERG, N. J. Centinuous reading. Accepted inclined tube 
The name "Balloffet" is a registered trademark (U. S. Patent Sale Sear ey eee 
office No. 346,319) and the famous Balloffet design is pro- FLUE GAS Individually calibrated high temperature glass 
tected by U, S. Patents No. 1,940,171 and No. 2,107,601. die tubing. Magnifying lens. 
Literature upon request Send your order now to 


either Balloffet or 


Precision Drillers DELAVAN ENGINEERING CO. 


since 1870 3009 Sixth Avenue - Des Moines, lowa 


] White for Bublotin 22 Teday 


WYER MFG. CO. 


bee” 569 W. WASHINGTON BLVD., CHICAGO 





BALLOFFET DIES AND NOZZLE CO., INC. 


29 ADAMS STREET 3 
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DEALERS @ SALESMEN @ ESTIMATORS! 


| p= need this time-saving book to give you the answers quickly, and without measur- 
ing and calculating. 

STEAM AND HOT WATER RADIATION REQUIRED FOR EVERY ROOM FROM 
5 x 5 to 20 x 30 FT. A SINGLE VOLUME OF 175 TABLES 

This pocket-size book shows the required radiation for all rooms of ordinary size with 
from one to three windows, one to three exposures, and every combination of walls 


Compiled by exposed. Figures are based on calculations the space by the Btu method on a 0° 
EDWARD BECKENS TEIN to 70° design temperature. A table shows corrections for other design temperatures. 


Other sections of the book show the square feet of radiation in each section of radi- 
ators of various styles and designs. A wealth of information on required radiation that 
can be carried easily in a pocket or brief case, or used as a desk reference. 


BEACON RADIATION REFERENCE BOOK AND HEAT LOSS GUIDE 


Ready for delivery about. June 1, 1946 


Order Your copy today: Check or money order with order: $3.00. If sent 
COD: $3.25. We ask that you send your check if at all possible, as we 
wish to avoid bookkeeping on the thousands of book orders we receive. 


HEATING PUBLISHERS, Inc., 232 Madison Ave., New York City 16 


and HEAT LOSS GUIDE 


Price $300 
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Everything for the Oil Burner Trade 


780 STATE ST. 


NU-TROJAN 


Combustion Chambers 


Product of McLeod-Henry Co., Inc. 


Reduce Installation Costs 


Nu-Trojan Combustion Chambers are 
designed of few simple parts for 
quick, easy installation. No steel bands 
are required to hold chamber in place. 
Made of first quality ‘'Steel Mixture" 
Pennsylvania fire clay. Fusing point 
3180°F. Write for details. 


A. R. WEBBER CO., Inc. 


NEW HAVEN 11, CONN. 














Five sizes, with vaporizing or pres- 
sure type burners, electric ignition, 
thermostatic control, modern de- 
sign--the best in water heaters. 
Write today for full information. 


Bock CORPORATION | 












Automatic Patented 
Spark ignition 





MADISON, WISCONSIN 








outs as are shown in Diag. 3. He should suitable living quarters for their families. 


learn the principles and the actual wir- 
ing to make certain that where the best 
oilheating is demanded he can provide it. 
There is no better way to become familiar 
with latest advancements than to install 
a few burners, for check-ups on perform- 
ance and fuel economy, rigged to perform 
just as well as oilburners can possibly per- 
form. After all, cutting summer oil con- 
sumption in half and reducing fuel bills 
during the heating season by 10% to 15°% 
are good ways to set oilheating one addi- 
tional jump ahead of competitive fuels. 


© 


Housing Approvals Mount 
(Continued from page 47) 
had controlled only mills with output of 
8,000 ft. per day or higher. These small 
mills produce annually about four billion 
feet. 


On June 8 NHA released the results . 


of a survey of married enlisted men who 
were discharged from service last Decem- 
ber, showing that up to the present three- 
fifths of them had been unable to find 


Among the two-fifths who found places 
to live the rents were much higher than 
they had said they could afford, in a 
check-up at the separation centers. 


Asked what rents they could afford, 
28% replied less than $30 a month, 33% 
between $30 and $40, 23% between $40 
and $50, and 16% $50 and over. Consid- 
ering that a $50 rental is about equivalent 
to owning a $6,000 house, and that only 
16% feel they can afford that scale, how 
are veterans going to handle the two- 
thirds of houses so far authorized at $6,- 
500 or over. Chances are that other peo- 
ple will get these new houses, and the 
veterans will get their old ones. 


On June 12 CPA’s Direction 12 to 
M-21 channeled steel products to hous- 
ing and agricultural uses by setting up a 
top priority system through the use of 
certificates that the manufacturer extends 
to his steel mill. The original intent is 
that this will be effective only until Oc- 
tober 1, by which time steel mills are ex- 
pected to resume full scale output. The 


specific items for housing that are blessed 
by the order are pressed steel bathtubs, 
sinks and lavatories, warm air furnaces 
and floor furnaces, convectors, furnace 
pipe and fittings, registers and grills. A 
few days later CPA announced that it 
was working on a similar order for cast 
iron, and that when issued this will ap- 
ply to soil pipe and fittings, heating boil- 
ers for residences, bath tubs, sinks and 
lavatories, closet bowls, radiation and 
pressure pipe and fittings. 


Priorities Amended 

On June 14 CPA’s PR 33 (as amend- 
ed) was issued. It pretty much covers the 
priority system set up for housing, the 
HH program. One interesting section 
stipulates that after buying a house built 
under HH priorities with a specified sale 
price the buyer may not resell the house 
at a higher figure until such date as the 
Veterans Emergency Housing Program 
will have been terminated. A similar pro- 
vision covers renting. This idea looks at 
first glance as about impossible to enforce 
on a broad scale. 
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Automatic 
Fusible Line Valve 


A combination shut-off valve ‘and fusible 
link for oil burner installations. Self-con- 
tained automatic type—no chain, pulley, 
hook or weight required. Held open by 
fusible device against a spring. Can be 
manually operated—horizontal or vertical 


Globe type valve made from brass bar 
stock, metal to metal seat and disc con- 
struction. Easily installed—no adjustments 


Made in %”, 14”, 34” and 1” sizes. 


MOORE and KLING Inc. 





Boston, Mass. 











AND ALSO CRIMPS pcncan 

Rajah Terminals to ignition cable Bloomfield, 5 

without the use of solder or any other tools N. J. 221 High Street 
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rox CLEAN FUEL TRUCKS 
MOTORS—TANKS— CHASSIS 
OTHER GREASY EQUIPMENT 
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on iaiiesias tiem tues ae pre endeavored to impress on the During the war it was easy to think and 
, p the importance of recogniz- act asa group... it was the herd instinct 
laces troleum and coal. The technological gap ing that the real postwar period is about in time of stress; all members made in- 
nace between producing a controlled chain re- to begin, the period in which we resume _ vestments of money, time and effort, and 
A action, such as was used in the atomic active competitive operation. He pointed received dividends in guidance and under- 
it it bomb project, and using the reaction ina out that for four years the industry has standing on wartime problems. 
cast large scale power plant has been said to done no selling, but that selling is defi- “But now,” he continued, “we must 
if be comparable to the gap between the dis- nitely here today; that with margins have something else if we are to justify 
oil covery of fire and the manufacture of a_ fixed, operating costs are nonetheless what we spend to support an association. 
and steam locomotive. At the earliest, scien mounting rapidly, calling for the quality We all need a lot of help on problems, 
and tists believe atomic energy might be made of management that the industry dis» and much of it is the kind of help that we 
available for industrial purposes within played in the difficult wartime years. can only get through a group activity. 
the next decade, and the question will “After what we've been through since The large companies have skilled special- 
nd- then be whether it can compete on aneco- 1941,” he said, “there is no question of ists on marketing activities, on pricing 
re nomic basis with coal, petroleum or water our ability to handle what lies ahead if we problems, on competitive and public re- 
the power. Few now living are likely to drive will recognize now that we are facing a __ lations angles; no small company can af- 
ion automobiles or fly jet planes powered by _ stiff job. . . what with growing gas com- ford these, but we can through coopera- 
silt atomic energy.” petition, more competitive oil activity, tive effort learn a lot from each other: 
=a In the section of his talk dealing with and operating problems totally different through research and analysis . . . sharing 
wee oil costs, Barrett had this to say, “... pee from what we had before the war.” our experiences until we learn the best - 
he troleum products, brought from miles H. B. Van Cleve, president of Mari- way todo things. 
ym down in the earth, refined by complicated time Petroleum Corp., New York, dis- “The principal weakness in the inde- 
eg processes and transported hundreds... cussed the function of a trade association pendent fueloil distributing organization 
- even thousands . . . of miles, are available in the postwar years. This particular as-is that it is planned for a single lifetime, 
-_ to us in this country at less cost than milk sociation, he explained, has been success- the lifetime of the boss. The bosses in our 
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Just Mix Truckmaster With Several 
Parts of Kerosene—Then 


"SPRAY IT ON and HOSE IT OFF" 
IT'S 
QUICK—ECONOMICAL—EFFICIENT 


Shipped in 30 and 55 Gal. Drums 
4 Gal. Booster Sprayer Free with 
Full Drum 











Additional Fueloil Grade 


or common carbonated water. No other 
Nation enjoys so low a cost.” 


ae 


The Association’s president, Charles 


ful. It has 300 out of 825 fueloil mar- 
keters in the state as members, but those 


300 do about 75% of the total volume. 


industry are middle aged; they're inclined 
to want to enjoy the fruits of their work 








@ Low water cut off and 
pressure control in a single 


sists scaling and corrosion. 





NEWARK CONTROLS BLOOMFIELD, NEW JERSEY 


fueloil 





@ Simplified design minimizes 


manent satisfaction. 
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PREFERRED 






DRAFT-A-JUSTOR 





The Original. Still the Best. Hundreds 
of Thousands in Use. @ Holds the draft con- 
stant in the fire box. @ Scientific draft control 
for the smallest to the largest jobs, © Stove, 
domestic, and commercial sizes from 4” to 


unit, : s 
sediment problem. _ Write for 24” in diameter. @ Industrial sizes from 24” 
@ All bronze construction re- @ Positive protection and per- ee nt x 24” to 5’ x 12’, 


PREFERRED UTILITIES Me com. 


1860 Broadway, New York 23, N. Y. Boston Office: 839 Beacon St 
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Forced hot water heating 
» for radiator, convector, 
unit heater, baseboard 
and radiant panel sys- 


tems. 


Water Heaters for home 
and industry 


BELL & GOSSETT CO. 


Morton Grove, Ill. 
Dept. 2.7 











ELIMINATE FIRE HAZARDS 


While Parts Cleaning 


1K OREO 


PETROLEUM SOLVENT 


Write for literature and prices 


Eastern Products Company 
FORDS, NEW JERSEY 


“GREASEATER" 


WITH WATER-SEAL 











without worrying about long range per- 
petuation of the business, but if we con- 
tinue to follow that course we are not 
going to be able to meet our future re- 
sponsibilities to our customers, our sup- 


pliers and to ourselves.” Van Cleve pro- 
posed the appointment of five small com- 
mittees within the association, each to 
actively undertake one of the five general 
projects that he listed as follows: 

1) Inaugurate cost studies: terminal, 
transportation, sales, service and adminis- 
trative. 2) Study technical problems, such 
as oil changes, burner changes., etc., to 
remedy the present long delays in getting 
to understand such factors as they come 
to light. 3) Undertake market research 
of the consumer type; do public relations 
work, perhaps cooperative advertising; 
learn what the public wants in burner 
service. 4) Employ and work with a 
labor relations counsel and negotiator in 
the spirit of preparedness, not aggression. 
5) Explore and understand legislative and 
government expansion into our industry, 
feeling that we are getting closer to gov- 
ernment and need to know promptly how 
we're to be affected. 


A. J. McIntosh, head economist for So- 
cony-Vacuum, New York, was the clos- 
ing speaker with a chart talk on the eco- 
nomics of the fueloil industry in the state 
of New Jersey. High spot paragraphs 
were: 

‘Next year we expect the demand for 
light home heating fueloil in New Jersey 
to exceed the record high established in 
1942, and by 1950 our estimate is that 
this market will be twice as large as it 
was in 1937. Other estimates we have 
heard about would indicate a greater in- 
crease but we have been conservative, not 
in the matter of number of burners nor 
in the percentage of homes which we esti- 
mate will be heated by oil, but principally 
in the consumption per burner per year. 
We believe that this average consumption 
per unit will decline for many reasons. 
We look for smaller homes with better 
insulation, more storm windows and 
weatherstripping. 

“Heating requirements for residual 
fueloil should follow the general trend in- 
dicated for distillates and may reach a 
figure in the neighborhood of five million 
barrels in 1950. The use of residual fuel- 


oil by the gas and electric plants had start- 
ed down prior to the war. We look for 
a use after the war at about the 1941 
level, but this may be high if natural gas 
is piped into the area.” 

McIntosh pointed out that domestic oil- 
burners operating in New Jersey at the 
start of 1935 were 115,603; at the start 
of 1945 were 220,771; at the start of 
1950 are expected to be 346,777. Percent 
of total New Jersey homes that were heat- 
ed with oil in 1935 was 16.2; in 1945 this 
was 26.1%, and in 1950 is expected to be 
37.6%. Average gallons consumed per 
domestic burner in 1937 was 2,201; in 
1945 was 2,016; estimate for 1950 is 1,- 
953 gallons. 

The Association’s board of trustees was 
enlarged by the election for three year 
terms of J. F. Hoff, Jr., J. M. DiBella, H. 
Renoff and W. Hedden. Carry-over trus- 
tees are E. Studerus, L. E. Marron, H. E. 
Stahl, Jr., I. T. Sickley, W. L. Yeomans, 
C. E. Scruggs, and V. P. Brady. -Officers 
are C. H. Bruett, president, J. F. Hoff, 
Jr., vice-president, W. G. Harnisch, treas- 
urer, S. C. Craig, secretary, and A. W. 
Rich, executive secretary. 

















Monufacturers of Rexoil 
Conversion Burners, Boiler 
Units, Furnace Units and 


Direct-Fired Conditioners 


REIF-REXOIL, 
x bo OFT 27-) | at 2 


Inc. 


Rexoil 
confidence of over 60,000 
users. That's why "you're 
RIGHT with REXOIL"... 
the line that's easy fo sell 
and STAYS SOLD! 


Buffalo, N. Y. i 
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PASS KEY 


EVERY TANK TRUCK OPERATOR 
SHOULD HAVE ONE 


90° 


F.O.B., New Haven, Conn. 


A “flip of the wrist" gives you 
a key which may be used with 
various types of Fill Boxes. 


All trade discounts have been deducted. 





Type 85-G 


224 Bassett Street 
New Haven, Conn. 


















COUNTERFLOW AIR CONDITIONING 


OIlL BURNERS 
UNDERGROUND FUEL TANKS 
BASEMENT FUEL TANKS 
BLOWER UNITS 
TRUCK TANKS 










CERTIFIED FURNACE CO. 


STAINLESS & STEEL PRODUCTS CO. 


1000 BERRY AVE. ST. PAUL, MINN. 
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— ONE MONTH ONLY 
May Percent (Sept. 1 to May 31) Percent 
Normal 1945 1946 Change* Normal 1945 1946 Change* 
221 360 312 +41.1 Albany 6587 6871 6778 + 2.8 FILTERS 
32 106 = 19 40.6 Atlanta 2999 2807 2753 — 82 STRAINERS 
99 135 73 —26.2 Baltimore 4509 4296 4016 —10.9 
248 313 237 — 46 Boston 5853 5703 5710 — 2.4 PUMPS 
351 447° «312, 11.1 Buffalo 6805 6675 6460 — 5.0 Keep Fuel Oil Lines 
259 352 264 + 129 Chicago 6205 6211 6086 — 19 
139 196 99 40.4 Cincinnati 4993 4932 4410 —11.6 Open and Active 
oS ue Ue 83 Cleveland 6094 6050 5659 — 7.2 
+. 2 .@ +286 Dallas 2378 2334 2108 = 113 Year-in, year-out perform- 
271 «253 «405. 4-49.4 Denver 5784 5614 5502 — 4.8 : 
“5 02S + 2.1 Des Moines 6356 6185 6118 — 3.7 ance proves the skill of 
2 27 230 64 83 Detroit 6502 6295 6088 — 63 KRAISSL engineering design 
263 445 #278 + 5.7  GrandRapids 6655 6474 5941 —10.7 and the honesty of KRAISSL 
216 292 262 421.2 Hartford 6037 6114 6168 — 2.1 
4099 431 458 +4119 Helena 7600 7777 7058 — 7.1 manufacture. 
12 18 0 aie Houston 1333 1163 1188 —10.8 | Class 72 Strainers and Filters 
155 287 «©1188 421.2 Indianapolis 5549 5407 5337° — 3.8 
106 211 136 +283 Kansas City 4971 4727 4362 —12.2 Single and Duplex 
104 110 126 421.1  LosAngeles 1362 1512 1417 + 4.0 | yr to pense ste 
9 171 89 — 3.3 Louisville 4421 4342 3926 —11.1 | any practical degree 
340 461 «385 «413.2 = Milwaukee 6955. 6926 6991 + 0.5 | dudauad hota 
255-403 «320 «4.25.4 ~~ Minneapolis —-7898 7563 7666 «=— 2.9 | pressures as well as 
1 0 0 .. New Orleans 1208 1072 1166 — 34 | sab ates nw 
176 204 #154 —12.5 New York 5270 4952 4885 — 7.3 movable filter basket 
132,266 «198 = 430.2 Omaha 6074 5914 5572 — 82 a la 
- 19) 183. 34 Philadelphia 4732 4844 4878 4+ 3. Sinale 
170 284 183 + 7.6 Pittsburgh 5427 5631 5284 — 2.6 
375 480 415  +10.6 Portland,Me. 7128 7375 7572 + 6.2 schaes 60 Themey OEP eaae 
241 202 167 —30.7 Portland, Ore. 4214 4043 3830 — 9.1 | Standard equip- 
45 250 206 15.9 Providence 5946 5552 5668 — 4.6 | ‘Tent wrerever in 
88 204 120 +36.3 St. Louis 4602 4758 4342 — 5.6 and motor sets or 
233 202 «252: «4 81 = Salt Lake City 5568 5568 5640 + 1.2 | Booster pumps for 
252-295 308 =S +4-22.2 San Francisco 2569 3043 3113 421.1 are required. 
4 626 548 +12.9 Sault Ste.Marie 8901 8759 8778 — 1.3 inside noiiniacesiesiaaeaee 
+ 20 TG —ARi Seattle 4560 4144 4422 — 3.0 | : 
226 394 «268 )=—-4.18.5 Toledo 6202 6485 6079 —19 | 2. cae cieienat a 
104 149 «77: «=—25.9 Washington 4582 4527 4028 —12.0 





*Compared with normal. 
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THE KRAISSL COMPANY 


HACKENSACK, N. J. 
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MANNING anp LEWIS 


Suction Bells and Oil Preheaters make good burn- 
ers perform Better. 


For assured trouble free operation in heavy oil 
burning installations write for bulletin No. 740. 
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A quick selling, practical accessory. For old and new installations 
on any type tank. Aluminum cast head. Mercury switch 
mounted in separate chamber for safety. Has Underwnter’s 
approval. Sample for demonstration sent on approval. Inquiries 
invited from burner manufacturers, jobbers, dealers. 
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28-42 OGDEN ST. 





MANNING & LEWIS ENGINEERING CO. 
NEWARK 4, N. J. 
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JESSUP SIGNAL GAUGE CO. 
1390 W. Minnehaha Parkway 
Minneapolis 9, Minnesota 


THE LIGHT WILL GLOW 
WHEN YOUR OIL IS LOW 


SIZE OF GAUGE 
5’ x 5" 








WATCHMAN 































New England OHI 


Holds Exposition 
(Continued from page 43) 

Paul Ryan, long a prominent figure in 
the petroleum industry, delivered one of 
the most controversial talks of the con- 
vention, and started a chain of discussion 
that carried over to the golf course and 
verandas of the post-show outing. He 
called for integrated service to the cus- 
tomer that would eliminate annoying 
charges for oilburner service. He advo- 
cated a retail price for oil that would al- 
low the dealer to keep equipment in good 
operating condition, and an end to “ex- 
tras” that made customers conscious of 
expense. 

“Our competition uses our methods 
against us,” Mr. Ryan said. “They claim 
their service is free, though every think- 
ing person knows that service expense is 
included in the price of the fuel. People 
don’t know or care what price they pay 
for fuel as long as the service is satisfac- 
tory, and the total price is reasonable. 
There isn’t a man in this room who knows 
what his average cooking gas bill is, or the 
average rate he pays for electricity. The 


bills are reasonable, and the service is 
satisfactory. We pay them without ques- 
tion, and our customers will pay their 
fueloil bills the same way if we give them 
the kind of service they expect.” 

Mr. Ryan also advocated a refinery 
price for distillate heating oils that would 
bring them to a parity with gasoline at the 
plant. This, he pointed out, is the only 
way to assure a continuing and satisfac- 
tory supply of burning oils, and make re- 
finers produce them in the volume we 
need. “Distillate heating oils are a major 
petroleum product,” he declared, ‘“‘and 
they cannot be produced and sold in the 
volume we want as a subsidized by-prod- 
uct of gasoline.” 

This view was opposed by Walter F. 
Rockwell, president of Timken-Detroit 
Axle Company, parent of Timken Silent 
Automatic. He demanded that the indus- 
try produce the best oilburning equip- 
ment possible, and that such service as is 
necessary be rendered by dealers at a fair 
charge. Good equipment, installed by 
competent, trained men, will not require 
service that will be objectionable, he said. 

“We should demand and get from re- 


finers oils that will burn satisfactorily in 
our equipment, and at a lower price,” Mr. 
Rockwell continued. “We shall continue 
to improve our equipment, as every pro- 
gressive industry does, but it is up to the 
oil refiner to produce the products we 
need.” 

Mr. Rockwell pointed to the crippling 
effect of governmental interference in the 
economic affairs of industry; to 3,400 
strikes per year since the enactment of 
the Wagner Act; to the folly of freezing 
prices and encouraging increases in in- 
dustrial costs, and similar political at- 
tempts to regulate the affairs of business. 

Dinner speakers included entertaining 
talks by Bill Cunningham, columnist for 
the Boston Herald; and H. R. Knicker- 
bocker, foreign correspondent. 

A stag outing, run in conjunction with 
the Old Timers Club, on Friday con- 
cluded the festivities. The affair was at- 
tended by Governor Tobin of Massachu- 
setts who was discovered on the golf 
course and brought in to fulfill the speak- 
ing engagement he had been forced to 
miss on Thursday evening at the Annual 
Banquet. 





Now Ready! 










heating trade. 





780 STATE ST. 


FREE! Our New Stock and Price Folder 
“Everything for the Oil Burner Trade” 


An interesting, new folder, just off the press, 
listing all the necessary supplies for the oil 


Please ask for Folder SW 


A. R. WEBBER (CO., Inc. 


Everything for the Oil Burner Trade 
NEW HAVEN 11, CONN. 














MARINE 
OIL 
BURNERS 


1757-63 N. North Park Ave. 
Chicago 14, Illinois 


A Profitable, 
Easy-To-Service 
Burner 
For Your Future 

















bur 
they 
dea 
thei 
fact 
trie 
nite 
den 
ject 





















A 


rily in 
* Mir. 
ntinue 
y pro- 
to the 
ts we 





ppling 
in the 
3,400 
ont of 
eezing 
in in- 
al at- 
siness. 
uning 
st for 
icker- 


1 with 
- con- 
as at- 
achu- 
- golf 
speak- 
ed to 
nnual 














* REYELELD ° 


No. 5 OIL BURNERS 


REDUCE HEATING COSTS... 
INCREASE YOUR PROFITS 


Burn No. 5 heavy fuel oil. Self 
contained, all electric. Self-lu- 





WAYNE 
HOME EQUIPMENT 


»»»THE DEALER’S CHOICE 







because Wayne has a complete merchan- 
dising plan. With Wayne you get action 
and sales help—not just conversation. 
And with Wayne (installed type) equip- 
ment, demand will far outlast that of 


















Cc. L. RAYFIELD 





2010-18 S. Halsted St., 


bricating. Many new exclusive 
features. Write for full details 


GOOD TERRITORIES OPEN 





co. 


Chicago 8, Ill. 





conventional merchandise. 


WRITE FOR DETAILS OF THE 
WAYNE PARTNERSHIP PLAN 






















Oilheating Trends 
(Continued from page 11) 


installations, other than conversion oil- 
burners, were stopped for old homes if 
they cost more than $400, a number of 
dealers have been having good success on 
their appeals to FHA district offices. In 
fact, of all those reporting that they have 
tried such appeals, not one reports a defi- 
nite rejection. This is, of course, an acci- 
dental situation, and there have been re- 
jections somewhere, but with none show- 


ing up in these reports it is obvious that 
very few are rejected. 

These dealers did not yet get approvals 
on all appeals filed, but those not ap- 
proved are still hanging fire. Only one- 
sixth of the reporting dealers have filed 
any appeals, and their record is 48% ap- 
provals to 52% still in abeyance. The 
plan had only been in effect two months 
to the date of reporting so apparently 
many of the appeals were relatively new. 
If the experiences of these dealers are 
representative, which they usually are, 














ized that their appeals would probably be 
allowed, more would be filed, and no 
doubt will be in future. 


© 


Rubert J. Lindquist, financial vice- 
president of the Standard Oil Co. (In- 
diana) has been elected to the Board of 
Directors, succeeding Edward G. Seubert, 
who resigned on his 70th birthday after 
54 years with the company. 














HAYWARD OIL BURNERS 


ROTARY and PRESSURE 
ATOMIZING TYPES 


Dealer and Distributor 
Inquiries Invited. 


HAYWARD MFG. CO., INC. 
505 COURT STREET BROOKLYN 31, N. Y. 




















truly TIME-TESTED 


2 LITE-CAST 
: IS STILL 
= THE LEADER 


SEE YOUR JOBBER 












Monogram Combustion Chamber Co. 
PHILADELPHIA 4, PA. 
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FURNACES and WATER HEATERS 


J. L. GILLEN & Co. 


DOWAGIAC MICHIGAN 
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DESTROYER 
WAR ON WASTE! 


Increase efficiency of oil by keeping heating 
unit free from excess soot. All oil soot in fire 
chamber and flues vanishes instantly when 
sprayed with E-Z Fuel Oil Soot Destroyer. 


“EASY TO USE— 
ECONOMICAL TOO” 


DISTRIBUTORS: Write for fine proposition. 


HEALY-RUFF COMPANY, 797 Hampden Ave., St. Paul, Minn. 

Enclosed find check ( ) money order ( ) Send the following prepaid: 

Ne. 0 pkg. ...-$8.00 Mame 2.0. ccccccccccncccccccceccucsctscessoveceocces 
PUM vc icici ncdduccdceccctacdecesnuneweaneuas 

BBO. GU rei iiikde ea tetadccteadisttgses QtARs . icisc08 





No. 5 pkg. .... 


then the total industry has filed only 
about 1,500 appeals. If more dealers real- 
a 
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FUELOIL & OIL HEAT CLASSIFIED ADVERTISING 


{ Advertisements are payable in advance 75c a line; minimum 





charge of $4.50 for 6 lines or less. No advertising Agency 
Commissions. No discounts. 





NOTICE—Those writing to Box Numbers, address: c/o FUELOIL 
& OIL HEAT, 232 Madison Ave., New York, 16. 


ner ()\——<OIL BURNER 
SUPPLIES 


Save Fuel—Save Money. Barclay has complete stock fuel-saving devices—furnace 

regulator sets, temperature controls, draft regulators, insulating materials, filters, 

oilburner pumps. Write for our catalog of all installation accessories and replace- 

— peste foe oilburners and stokers. Robert Barclay, Inc., 130 N. Peoria St., 
icago, ill. 


WANTED: NEW AND USED OIL BURNERS, both domestic and industrial. 
Air Mail full description with price to: Jenkins Engineering Company, 518 
Virginia St., Seattle, Wash. 


WE SPECIALIZE in a complete line of parts and accessories for all makes of Oil 
Space Heaters—float valves, fittings, tubing, pots, rings, wicking, oilifters, add-on 
controls, etc. Write for our price list. Sarn-Oil Burner Supply Co., 2877 S. 
Archer Ave., Chicago 8, III. 


WANTED: OIL BURNER MANUFACTURING BUSINESS. Large Eastern 
Fuel Oil Company, Ter to buy outright or invest funds in oil burner manu- 
facturing business. Box 564. 


PRICE CALCULATOR for alcohol, turpentine, linseed oil, solvents, kerosene, 
fuel oils and gasolines. 250 charts ranging from .001 to .209 oe! gallon in tenth 
and quarter cents. Charts complete with stand $47.50. For fuel oil dealers we 
have Calculator ranging from .05 to .11 cents, in tenths only. 61 charts com- 
plete with stand $27.50. Each chart shows amounts from 1 to 999 gals. An 
individual chart with celluloid holder $1.00. Degree Day Systems, Woodside, N. Y. 


300 OIL BURNERS IMMEDIATELY AVAILABLE without motors and trans- 
formers. Liberal allowance for this material. Need magnet wire 18, 19, 21, 22, 
39 and 24 and 26 gauge silicon steel in 6-1/8 in. strips. Marine Mfg. Co., 
1757-63 N. No. Park Ave., Chicago, Ill. 


WHOLESALE MANUFACTURERS’ REPRESENTATIVE wants lines in the 
heating business to distribute in New England. Railroad siding, warehouse, city 

salesroom, all facilities for complete job with commercial or residential lines. 
gag personnel, good following, live organization. Write or wire Advance 
_ es oan Inc., 730 Union St., West Springfield, Mass. R. H. ( Dick) 
yner, Pres. 


EXPERIENCED INSTALLATION AND SERVICE MAN for commercial, in- 
dustrial and domestic oil burning systems. Oldest established fuel oil company 
in Florida, handling fuel oils, Ray Burners and servicing oil burning equipment 
of all kinds. State salary, experience and when available. Box 567. 


PRODUCT DESIGNERS—DOMESTIC OIL-FIRED EQUIPMENT. Designers 
are wanted for oil burners, oil-fired boilers, and oil-fired water heaters, Free hand 
to engineers with experience who can design equipment and follow it through 
to field application. Experience with gas equipment will be helpful. Salary open. 
Write complete details in confidence. York-Shipley, Inc., York, Pennsyivania. 


OIL PREHEATING DEVICE, Patent granted, for high or low pressure gun type 
oil burners, installation cost for new burners less than $3, more efficient than 
methods now used and requires no service, old installations can be converted 
from No. 2 to No. 5 oil in less than one hour, will increase efficiency of nozzles 
burning less than 1 gallon per hour 50 per cent using No. 2 fuel oil, for auto- 
mobiles new and old in Zero weather for-easy starting and running and for many 
other uses of this type manufacturing costs are about 25 cents per unit. Patent for 
sales by F. Janis, 422 Esplanade, Redondo Beach, California. 


OIL BURNER SERVICEMAN for industria! and commercial heavy oil work in 
Northern New Jersey by large contractor. Must have ability and experience. 
Knowledge of electrical circuits essential. Wonderful opportunity for the right 
man. Highest wages and allowance for car. Box 568. 


WANTED FOR EXPORT large number of pressure burners with controls. 
Manufacturers must be able to supply 100 or more per week starting soon. 
Please answer this advertisement to contact principal. Horizontal rotary cut 
burners for No. 6 oil also needed. Box 569. 


MID-WEST BRANCH MANAGER. Established manufacturer of automatic con- 
trols for Heating, Refrigeration and Industrial applications requires executive 
with electrical or mechanical engineering background. Exceptional opportunity 
with salary plus commission. Forward complete information for personal inter- 
view. Box 570 


Contract your VENTALARM installations with Muldoon, who represented Scully 
Signal Co. in the N. Y. market since 1939. Competent union plumber installers 
relieve you of all installation “‘headaches.’’ Your customers protected with liability 
and property damage insurance. James M. Muldoon, 160 Fifth Ave., New York 
10. Chelsea 3-1717. 
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FOR SALE: Tractor and trailer. 1935 Ford Tractor with a 1940 motor. 15333 
gal. Martin Trailer, 3 compartments. Good rubber. Valley Oil Co., Middletova, 


Conn. 


LONG ESTABLISHED MANUFACTURER of heating products recommeids 
their metropolitan New York sales representatives to any manufacturer seekng : 
large volume of business in this territory. Box 571. 


WANTED: General Manager to handle wholesale sales and distribution for oil 
burner manufacturer. Must have knowledge of oil heating field and background. | 


Good salary with interest. Box 572. 


SALESMEN WANTED: Sell nationally advertised quality heat exchanges ( tank 
less heaters, etc.) ; ignition type transformers and allied products. Territory 
for New England, Eastern States and Mid-West. State experience and territory 


covered. Box 573 


OIL BURNER SERVICE MECHANIC, 15 years’ experience wants position 


shop instructor. Box 574. 
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IGNITION ELECTRODES IN QUANTITY—TO MEET THE INDUSTRY’S EXACTING NEEDS 


< DIELECTRIC PRODUCTS CO., INC. 


125 VIRGINIA AVENUE, JERSEY CITY 5, NEW JERSEY 
OIL BURNER IGNITION ELECTRODES, INSULATORS, CABLES, BUS BARS AND ASSEMBLIES 





